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E invite you to inspect our line of stepins, pumps and 


casual shoes at the Hotel McAlpin, Rooms 419-421, week of 
November 10th. We have a new and original idea in casual shoes— 
a three-in-one combination that can be worn for street, sports 


and play. 


15th and Bloomfield Sts., Hoboken, New Jersey 
INC New York Office, MARBRIDGE BUILDING 
. 47 W. 34th St., N. Y. C. 
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TOMORROW the New York 
World’s Fair closes forever. It goes 
out in a crescendo of courage, to be 
commended in these chaotic days. 
Some 14,000 employees maintained 
to the very end a spirit gloriously 
fine, even though they knew that on 
October 27 they would be jobless. 


Strange, too, is how we crumble 
the clay feet of our heroes—for 
the rebellious radio said: “What's 
become of Grover Whalen?” He 
may have been the forgotten man 
at the climax of the Fair, but let us 
not pass the opportunity of giving 
credit, in print, to a grand im- 
presario—a master in the arts of 
real showmanship. He did some- 
thing grand, unknowingly, when he 
made the foreign section of the New 
York World’s Fair so perfect; and 
by the strange perversity of fate, 
prolonged the spiritual life of a 
dozen nations, by a few months. 

These buildings, of these little 
Rations, contained much to merit 
commendation by free men every- 


where for, through this Fair, the 
little spot called Czecho-Slovakia 
and one called Poland lived on free 
soil, proudly valiant of its place, 
in these now historic buildings of 
the Fair. Every time we entered 
the buildings of Norway, Poland, 
Belgium, France, etc., we lifted our 
hats to a spirit of a people that will 
“never, never die,” whose accom- 
plishments, hopes and ambitions 
continued beyond their national life 
abroad. 

But no more nostalgic musings. 
The fair was a common meeting 
place. Millions of earnest, inter- 
ested persons came, saw and appre- 
ciated a show whose like may never 
appear again. You, who were for- 





tunate enough to see it, participated 
in a glorious adventure and shared 
a feeling that American things and 
accomplishments so  superlatively 
presented indicate at least a better 
future here—made manifest by our 
arts and accomplishments displayed 
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OCTOBER 26, 1940 


at this great New York World’s 
Fair. 
7. - - 

—E RVING GROSSMAN, sales man- 
ager of I. Miller & Sons, Long 
Island City, New York, was asked 
to speak at the Annual Distribu- 
tion Conference in Boston. The au- 
dience is generally composed of the 





expert economists and heads of big 
businesses. The usual speech is one 
highly technical and pertinent to 
the art of distribution. It’s the one 
forum appealing to the leaders in 
distribution, not only within the 
United States but all over the world. 
So, with that kind of an audience 
in mind, Mr. Grossman prepared 
himself for an exposition of the 
shoe industry and in particular his 
own work of sales management. 
Came the day for the speech and 
lo and behold (because a few fa- 
mous fashion women were on the 
same program), the audience for 
that special session contained ambi- 
tious and pretty girls from Welles- 
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ley, Radcliffe, Simmons and other 
career colleges. When Mr. Gross- 
man got up to speak, he faced an 
audience composed of about six 
hundred feminine and about one 
hundred masculine. (Think fast, 
Irving, think fast!) He did, be- 
cause he threw away his prepared 
speech and started to tell something 
about the romance of shoes, the the- 
atrical beginnings of I. Miller, the 
beauty of a trim ankle that sparkles 
all business. Before he knew it, he 
had wrapped up and put the audi- 
ence in his pocket—with applause, 
laughter, gurgles and giggles. 

And the moral of the story is: 
“*T’aint what you prepare and 
make that sells. It’s what the dear 
public wants that counts.” 





$69) RESSING men down for not 
dressing up,” was skillfully done by 
Edna Woolman Chase, editor of 
Vogue, before the Boston Confer- 
ence on Distribution. And it is par- 
ticularly timely in the light of the 
high hopes for a social season 
ahead: She said: 

“In many American cities, espe- 
cially on the West Coast, a sort of 
hybrid tradition has evolved where- 
by the women dress for dinner, and 
the men just come in whatever 
they happen to have on. I think it 
shows great gallantry, on the part 
of American women, that they will 
make the effort to look festive at 
all, under these circumstances. A 
woman can’t feel well-dressed 
(which means suitably dressed for 
the occasion) if the men in the 
party persist in dressing as though 
it were not an occasion at all. They 
dress for a dinner-party of sixteen 
exactly as they would for a clam- 
bake or a hot-dog roast. At any 
rate, the women have to confine 
themselves to the very simplest of 
dinner dresses, because a woman 
looks, and feels, like a fool, if she’s 
wearing a low-cut evening dress and 
all her jewels and the men on either 
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WE ALL PAY 


—"I| should worry about the Na- 
tional Debt," said Joe Zilch as we 
walked home the other evening. 
"! earn forty dollars a week, don't 
pay taxes and don't owe any 
money." 

—— a mr Joe," Isaid. "Do 
you know anything about the Na- 
tional Debt?" 

—"No," replied Joe. “It doesn't 
bother me and | don't bother it." 

—""Well, I'm going to tell you a few 
things, Joe, whether you like it or 
not. In 1910 our National Debt 
was | billion dollars, today it is 
45 billion dollars, and the interest 
alone on this debt today is larger 
than the total debt in 1910. Fact 
is it's over a billion dollars a year.” 

— "Still," said Joe, "I don't pay taxes 
and why should | worry.’ 

—"You do pay taxes," | replied, 
“and how!" 

—"And how what?" 


—"You pay ‘concealed’ taxes on 
everything you eat, wear, smoke 
or drink. The low income groups 
pay half of all of the Federal 
Taxes.” 

—''How much money do | actua 
pay through these ‘concealed’ 
taxes?" 

— "If you rent your home and earn 
$20.00 per week, you pay $116.04 
per year. If rent your home 
and earn $50.00 per week you pay 
$298.44 per year. And if you own 
your home, you pay more.” 

—"Well, well," exclaimed Joe, “| 
didn't realize that. But how about 
the money that | and my employer 
have paid to Uncle Sam for old 
age and social security?” 

—"That security has already been 
destroyed. The money already 
paid in by you and your employer 
for such insurance has been spent 
by our lend, spend and borrow 
politicians. Uncle Sam hasn't a 
cent fo his name because he is 
45 billion in the red. The only way 
he can hope to pay you when the 
time comes is to hope to be able 
to borrow more money to do it." 


—"Well, I'll be damned!" said Joe. 


Sb Tan 


President 





side of her are in flannel slacks or 
rumpled business suits. 

“I’m not arguing that the custom 
of dressing for dinner, pleasant as 
it is, should be rammed down the 
throat of every American family. 
But I do say that until we over 
come this hostility, on the part of 
the American male, to every out- 
ward and visible sign of elegance 
the American woman will never bx 
able to play her part in making 
America the fashion center of the 
world. 

“We think it is very nice of you 
men to be so deeply concerne: 
about our part in the dress picture 
and we just want you to know w: 
return the compliment with inte: 
est. And we are not unmindful o! 
how much stimulus you, too, migh 
give to the fashion industry. Afte: 





all, the masculine half of the popu- 
lation could give a considerable 
boost to that business also if it were 
willing to raise its own standards 
a little.” 
* * * 

FOOT FOR THOUGHT 
Give me a pair of old shoes 
When I want to be slovenly, lazy, 
When I don’t want to think 


A thought clear through, 
And would rather be dull and hazy; 
o . * 


But give me a pair of new shoes 
When I want to feel fresh and fit, 
When I want to be bright 
And sparkling, 
And clever and quick of wit; 

- 


For my head and my feet work together, 
And I can’t be a mental queen, 
When my feet are shuffling 
Like Beggar’s, 
In shoes not fit to be seen. 
—Margaret A. Bartlett 


* * * 


SARA PENNOYER of Bonwit 
Teller, New York, who has on ovca- 
sions talked before shoe conference 
meetings, made a glorious stand for 
the retail store at the Distribu'ion 
Conference. Here’s a nugget from 
her talk: 


“Windows have become verit thle 
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stages, full of life and color and 
drama. As a matter of fact, there 
has been a great improvement in 
store showmanship right up and 
lown the line. Better selling has 
zone hand-in-hand with better stag- 
ing of merchandise, and well it 
should. For the good merchant— 
like the good impresario—takes his 
orders straight from the customers. 
(nd the customers love a good 








“Today, more perhaps than ever 

before, it’s our job to give them a 
good show. Goodness knows, peo- 
ple have enough on their minds 
that’s distressing. Let’s take it as 
our special job to minister to the 
spirit at the same time that we 
clothe the body and furnish the 
house.” 
JOSEPH H. FERGUSON, pro- 
prietor of Allen’s Red Cross Shoe 
store in Hollywood, Calif., says: 
“Business is excellent.” It is due, 
he observes, to the natural increase 
in business this Fall, plus the in- 
creased activity in all the great Los 
Angeles industrial activities, par- 
ticularly in the aircraft industry. 

“With us, the Rogue is the num- 
ber one shoe, especially in blue and 
antique alligator. These are all extra 
pairs, as women buy them in addi- 
tion to their regular shoe needs. 
There is a surprising call for blue, 


more than ever before, in suede, 
calf and alligator. Brown is gather- 
ing strength every day in all mate- 
rials. Heel height interest continues 
to center around the 16/8 mark.” 


* oa aa 


ARLEIGH MILLER, proprietor of 
Miller’s Shoe Store, Harrisburg, 
Pa., says: 

“Radio advertising brings direct 
results. Women come into the store 
and say they have heard about our 
shoes on the radio. Others come 
in who have seen our advertise- 
ments in the newspapers, but make 
no comment on this form of adver- 
tising.” Mr. Miller, who has used 
the radio three times weekly, be- 


lieves in diversified advertising. He 
is now planning to try ads placed 
in busses. 

SIM NATHAN, one of the pioneer 
shoe merchants in Redding Calif., 
has been in business for almost a 
quarter of a century. He is making 
that fact the basis of a newspaper 
campaign, in which he stresses that 
he is now serving the third genera- 
tion. Nationally advertised lines for 
all the family in all footwear and 
hosiery, together with a very careful 
fitting service are the basic features 
of Mr. Nathan’s successful oper- 
ation. 

* ~ 

ABBOTT KIMBALL of the Ab- 
bott Kimball Company, New York, 
said: 

“Fashion is change. And change 
is the life of any business. Here 
in America, the powerful force of 
fashion has moulded the lives of 
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the masses of the American people. 

“America is young, enthusiastic, 
impressionable, quick to try new 
things. America is free, at liberty 
to wear anything, use anything, do 
anything, without restraint of class, 
custom or convention. 

“America is rich, able to buy 
luxuries that are reserved for the 
ruling classes in other lands, able 
to discard things and replace them 


with others . . . not because they 
are outworn, but because they are 
no longer in fashion. 

“Fashion is our great salesmak- 
er. Where Necessity sells one 
thing, Fashion sells two, four, a 


hundred.” 


; “Wes 
WATCH OUR GRAND [Ps 
OPENING OF OUR Fi 


DEPARTMENT Py 


e 


INFANTS SHOE 


“Just teaching him the fundamentals! He's gonna take charge of our 
Infants Shoe Department." 
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Show Time Is Shoe Time 


And with Four Shows in Full Swing at the Same Time, the 


Big Town Will Be the Focal Point of Interest for the Entire 


Shoe Industry the Second Week of November. 


IT’S show time in New York the second week in Novem- 
ber, with important shoe shows in progress at four of 
the big metropolitan hotels, bringing hundreds of repre- 
sentative lines from every important shoe manufactur- 
ing center and locality and attracting thousands of re- 
tailers and retail buyers from coast to coast. While 
most of these shows have been held in New York 
in other seasons, this is the first year that they have all 
been staged simultaneously. We suspect the Presidential 
Election had a lot to do with the coincidence, for it was 
the natural and obvious thing for the groups respon- 
sible for these shows to decide that the week after elec- 
tion, when politics and political uncertainties are over 
and done with for the time being at least, would be the 
psychological time to begin to plan and buy for early 
Spring. Each of these shows will be a buying show and 
each is planned to afford an opportunity to manufac- 
turers and wholesalers to show their Spring lines. 


ET will be the second time that the St. Louis Shoe 
Manufacturers Association has staged a shoe show in 


New York. Last season the manufacturers of that im- 
portant market exhibited their lines at The Commodore. 
but the coming show will be held at the Pennsylvania 
Hotel, directly opposite Pennsylvania Station on Seventh 
Avenue and affording admirable facilities and accom- 
modations for the purpose. Many of the largest indus- 
trial and trade conventions and shows are held at this 
up-to-date hostelry and here St. Louis manufacturers 
and some from other centers will spread their lines and 
greet their customers, beginning Nov. 10. 


AT the Hotel New Yorker, the Shoe Manufacturers’ 
Spring Opening is scheduled for Nov. 10, 11, 12 and 
13, under the direction of Eugene A. Richardson. This 
opening has been held for several years, and has always 
attracted a large number of exhibitors and buyers. 
Popular-priced lines are featured. 

Over 200 shoe buyers have made reservations {or 
buying rooms at the New Yorker that week, including 
some of the large group buyers. A large number of 

[TURN TO PAGE 49, PLEA: ©] 
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WE offer you on these pages 12 picked shoe styles . . 


tested fashions, all sure sellers for Spring . . . four | 
slipons, three ties and three sandals. 

PUMPS . . . slated to be the number one pattern fi 
dressy and tailored types. We give you the Butter!!, 
dress, the V-Throat Elasticized for street, the Squa: 
Pump for tailored, the Spectator for town and coun! 

SLIPONS . .. next in favor*to pumps for Sprin; 
picked two “musts” in slipon bases . . . the low s! 
sition pattern between the true pump and the hi 
silhouette, and the true slipon, with higher throat |i 
first we offer the American Native Moccasin with n 


a 
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12 Important Bases for Spring 








ike a Pad 
1 fringe trimming, two strongly established style ideas. 
r the Spring interpretation of the true slipon we give you 
D’Orsay with low cut side line. 

TIES . . . strong in style appeal in low-heeled softies 
ard mannish treatments. We suggest three bases . . . the 
Mannish Blucher, the seamless U-Throat Welt with Wedge 
ai the Softie Moccasin Tie. 

SANDALS .. . perennial “musts” for Spring and Sum- 
mer in dress-up and dress-down types. For dress-up sil- 
houettes we have picked the Dressmaker Sandal, with 
knotted treatment instead of shirring on the vamp, and the 
Cross Strap Sandal, variation on a classic theme. For dress- 
down, the Sabot Slacks Sandal with wedge heel. 
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EVERETT G. HOLT 


Chief of Leather and Rubber Di- 
vision, U. S. Bureau of Foreign 
and Domestic Commerce 


667 HE raw materials for leather manu- 
facture are imported only to the extent 
of one-third of our national demand, the 
remaining two-thirds coming from do- 
mestic production,” Everett G. Holt, 
chief of the Leather and Rubber Division 
of the Bureau of Foreign and Domestic 
Commerce, pointed out in an address at 
the Tanners Council meeting in Chi- 
cago last week. “The imported sup- 
plies come from numerous countries, 
some in every geographic area. Produc- 
tion of hides and skins being incidental 
to meat supply, is incapable of interna- 
tional regimentation. The chief product 
is footwear for humanity, in parts of 
which leather of all kinds has, to a 
notable extent, found itself in competi- 
tion with parts made of textile fabrics, 
rubber, and other materials, so that its 
dominance even in its chief product has 
lessened over a long period. The price 
level for hides and skins (as a group) 
depends primarily on world demand, 
which customarily in recent years is less 
than the supply; in the world as a whole 
a great many hides and skins never find 
their way to market. Modern warfare, 
with less use of animal drawn vehicles, 
will not demand increased leather sup- 
plies to the same extent as formerly, and 
considering domestic supply as a whole, 
the hide and skin problem is not a major 
national headache. 

“This does not mean that hides and 
skins lack strategic importance. That 
importance consists in the species on 
which we are largely dependent on im- 
ports, and in particular applications for 
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Europe’s War and Our 


military use. We may use the word 
leather collectively, but cattle hides, and 
calf, sheep, and goat skins are sepa- 
rate entities—not homogeneous, although 
competitive, one species with another, in 
important applications. The machinery 
and processing differ for each species, 
and for types and grades within each 
species. There is no simple common 
denominator for comparing the quantity 
of one species with another. 


Statistical Data Incomplete 


“Manufacture of leather from local 
supplies of hides or skins is carried on 
to some extent in every country, and it 
has never been possible to know exactly 
the production, stocks, or consumption 
of hides and skins in many countries. 
There is a field of fundamental research 
in this matter, on which my division 
has. only made a start—until the war 
ends little more can be done—but we 
are constantly endeavoring to accumu- 
late basic data on livestock population, 
takeoff of hides and skins, and consump- 
tion by species, wherever possible. 

“Tritérnafional trade statistics aid ma- 
terially in analyzing the position of the 
chief industrial nations, but it cannot be 
said that international statistical infor- 
mation on hides and skins will ever be 
completely satisfactory, so that all con- 
clusions are necessarily opinions based 
on incomplete data. And the substitu- 
tion of other materials for leather, with 
the continuous internal industry com- 
petition between leathers and different 
species of animals, will always render 
this field one in which persons may rea- 
sonably have different opinions. Espe- 
cially is this true, now that so many 
governments no longer publish foreign 
trade statistics. 

“It seems worth comment that the 
price of cattle hides normally dominates 
the trend of prices in all other hides and 
skins. If the prices of the individual 
species fluctuated chiefly in response to 
a distinct supply-demand factor for each 
species, price itself would be an indica- 


tion of the statistical position. In « 
change of one leather for another in s 
manufacture goes on to an extent |) 
imposes a sort of limit on price ra 
for any species of skins; when 
limit is exceeded, the market 
particular species contracts 
price gets back into line. This is ap 
ently what has happened in our calf- 
trade during the past year. Simil: 
for leather as a whole, there is a | 
beyond which other materials find 
creasing application. That these mat ers 
represent your collective problem in | 
tanning industry, you know better | 
I do. 

“Your individual problems, how 
have to do with details, and I will bi 
summarize what appears to be the posi 


for 
until 
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LEATHER SUPPLY... 


tivn of various areas regarding the hide 
and skin situation, on the basis of avail- 
abie incomplete data. It is most con- 
yexient to discuss hides and skins by 
ge graphic regions, rather than by sepa- 
raie species, because of the international 
po itical situation. 


Continental Europe 


“Since Germany and Italy control most 
of continental Europe, there would be no 
point in trying to estimate the situation 
in each individual country; consequent- 
ly, I will treat the Axis-dominated area 
as an entity. 

“The best estimate we can reach indi- 
cates that this area during the three 
years 1935, 1936 and 1937 was a net 
importer. The average annual net im- 


Survey of World-Wide Sources of Raw Materials by 
Everett G. Holt, Chief of Leather and Rubber Division, 
Bureau of Foreign and Domestic Commerce, Reveals Rel- 
atively Few Immediate Problems of Supply for American 
Market. Excerpts from Mr. Holt’s Address at Annual 
Meeting of Tanners Council, in Chicago, October 17, 1940 


ports for the entire area numbered about 
10 million cattle hides; 24% million calf 
skins, 40 million sheep skins and 12 
million goat skins. Perhaps the calf skin 
net imports were from countries within 
Europe, but this is certainly not true of 
the other types. The fact that Europe 
is normally a substantial importer of 
hides and skins from overseas is estab- 
lished. 

“Although slaughter is believed un- 
usually heavy in Europe at present be- 
cause of lack of fodder, it is evident that 
for any extensive period conservation 


must be practiced in hides and skins in 
order to supply needs which, under war 
conditions, can only be assumed to be 
above normal for the belligerent powers 
at least... . 


United Kingdom 


“The United Kingdom in 1937 is esti- 
mated to have tanned 10 million cattle 
hides, 2 million calf skins, over 20 mil- 
lion sheep skins, and about 12 million 
goat skins. So long as she has control 
over the sea lanes, under present condi- 
tions, she is in position to secure needed 
supplies mostly from her overseas do- 
minions and possessions. Securing sup- 
plies from her own possessions tends to 
maintain their prosperity, and does not 
weaken British exchange; it is therefore 
the British policy, and its effect is to 
compensate British possessions to some 
extent for the loss of former European 
markets. 

“It is believed that tanners in the 
British Isles have been operating close 
to capacity in supplying military and 
civilian needs, and that consumption is 
high at present, probably at record high 
levels. 

“The indications, from British experi- 
ence, are that for an importing nation, 
even with ample finances and controlling 
ocean transport, war necessitates in- 
creased supplies of hides and skins, con- 
trol of their marketing, and rationing of 
supplies to tanners—points worthy of 
your special notice. 


Latin America 

“What has been said is enough to indi- 
cate the Latin-American situation. There 
continues to be a good demand for 
frigorifico hides, but the excess stocks 
of dry hides there are causing quotations 
to decline. Similarly in the case of sheep 
[TURN TO PAGE 57, PLEASE] 
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Giving Credit to Sales-Minded Credit Men 


THE charge has been made in high places that “Amer- 
ica is a land of economic illiteracy.” There may ‘be 
truth in that statement, when one business man can 
borrow plenty of money at less than 2 per cent and 
another one, caught in a jam, has to go to a personal 
loan office and pay 36 per cent. Two extremes in the 
credit world, between high A Class rating and low B 
Class rating, but they are both vending shoes—and they 
both will continue to be in the shoe business, come 
what may. 

Before I get further into this subject, may I give 
high credit to the credit men in the shoe business. I 
had occasion to speak before a group at the Tri-State 
Conference of the National Association of Credit Men 
and I found that our industry is fortunate in hav- 
ing sales-minded credit men, who still believe that 
character is the first requisite and that management 
and capital follow in the order named. Here are some 
of the pertinent statements made at that meeting: 

“Our bankers told me my credit losses were too high 
and I replied: ‘Still, I made a profit. What would you 
want me to do—do business with only those houses with 
a Class A credit and make no money?’ After all, we 
have a sufficient volume of total business.” 

Another statement was: “Off-rated accounts result in 
97 per cent in number of losses and 94 per cent of the 
amount lost.” And yet, with this bad debt experience, 
there wasn’t a credit man who didn’t say that Class B 
was a field of business that needed education in man- 
agement, and that if buying habits were corrected the 
accounts could be made profitable to the wholesaler and 
the manufacturer. 

One man held out for the side of money, saying: “It 
all goes back to capital. If one merchant starts with 
$5,000 and he runs into a spell of bad weather and bad 
business he can weather the storm—whereas, his next 
door neighbor who started with $2,000 is wiped out in 
a few terrible months. The first man goes on to success 
because he had the capital. The other man, with equal 
talents, fails for lack of it.” 

The meeting had its widest significances in view of 
the changing attitudes of credit men to the long-range 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


purposes of their work. Most credit men today are 
sales-minded. They don’t sit in the “no” room and 
become case-hardened crabs, through lack of contact 
with customers. In many cases, they travel freely; 
improve the “economic literacy” of their customers: 
show them the way out of difficulties and indicate paths 
to prestige and profit. Many a man is now in business. 
making a living selling shoes who, but for a credit 
man’s “yes,” would be pounding the pavements, looking 
for a job. 

We cite the above with somewhat of a leaning toward 
the humanics—even though we may inwardly know 
that we are coming into a tougher competitive world. 
But you’re never going to completely frighten men from 
going into business—no matter how little capital they 
may have. It’s the “guts” in the man that count and 
not always the cash in the bank. Make no mistake about 
it, however. The latter is terribly important. 

There is a growing appreciation of the fact that own- 
ership-management in trade-named stores and the nat- 
ural family shoe store show signs of greater activity 
and possibilities of more profit in ratio to business 
done—than in any other division of the industry. 

In every case, however, the merchant has got to sim- 
plify his business (compelled as he is to make govern- 
ment and state tax reports, he is going to take periodic 
inventories); and if he will keep more recofds and 
frankly send his latest financial report to the houses 
with whom he wishes to do business, he will find out 
that even though on the record he is off-rated, that in 
the deed he is a welcome account. 

Of course, he knows that it is preferable to be in the 
Class A group and that the sooner he gets there the 
better it is for him and all concerned. If things tigh'en 
up (as well they might), the merchant wants the ri :ht 
shoes from the right sources. The manufacturer, in 
turn, wants the right customers who pay right— he 
credit man decides. 
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... SPECIFY UNITED SHANKS 


The function of the shank is to support the arch. 


In the work shoe illustrated, the shank needed to give 
the proper amount of strength and rigidity, may be 
either the Tempered Apex Steel or the P. G. Wood. 


To select the proper shank for any shoe, consider the 
job to be done—and the amount of rigidity required. 
Whatever type of shank you select — whatever type 
of shoe you are making — look to United shanks for 
proper fit and structural strength. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Why not bid for the business of men who are just waiting to hear you 
say—“Our men’s shoes carry Kistler ‘BENCH BRAND” Leather Soles, 
which surpass any you ever wore for giving all-around satisfaction”? Trade 
goes to those stores that appeal to the deep-rooted desire to get greater 
value than usual for the price paid. 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


handles perfectly in the factory. It has the greatest possible sales appeal 
when in the hands of dealers. Bottoms finished natural or otherwise have 
outstanding business-creating merit. Beneath the bottom finish is where 
their quality is proved. In wet weather or dry, “BENCH BRAND” sole 
leather wears uniformly good. Surely you can “Cash In” selling men’s shoes 
bottomed with it. 


WRITE US FOR THE NAMES OF MANUFACTURERS 
MAKING STREET. ORESS. SPORT. ORTHOPEDIC 
AND WORK SHOES BOTTOMED WITH KISTLER 
BENCH BRAND” SOLE LEATHER 
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WESTERN CEPARTMENT IN CHARGE OF BERTRAM URBAN, 1012 NORTH THIRD STREET, MILWAUKEE. WISCONSIN 
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A Boot and Shoe Recorder Department 





Well-Balanced Christmas 
Slipper Campaign 


Doing a good job of the annual 
slipper merchandising campaign for 
the Christmas holidays means that 
the shoe department must take maxi- 
mum advantage from every angle of 
the promotion, according to women’s 
shoe buyer A. J. Slade of D. H. 
Holmes Company, New Orleans, La. 

“We do a good business on Christ- 
mas slippers by getting an early start 
on the promotion, featuring a suffi- 
ciently large newspaper promotion 
that our regular customers are surely 
reminded of us, and providing an ad- 
ditional incentive for salespeople,” 
Mr. Slade said. “I think that whether 
or not the Christmas slipper feature 
pays the shoe department full returns 
depends on how well each of these 
helps is correlated.” 

Slipper promotion at Holmes ac- 
tually begins early in November, 
when salesmen are issued instructions 
to suggest them to every customer, 
holding one pair in their hands while 
making the suggestion. A huge dis- 
play which completely encloses the 
front of the department and shows 
from 50 to 75 pairs, is built Decem- 
ber 1—so thoroughly picturing the 
slipper setup for Christmas that no 
customer can walk near the depart- 
ment without being “exposed” to the 
wide selection shown. 

On December 15 Mr. Slade runs 
the largest newspaper ad of the year 
—a full page devoted entirely to slip- 
pers. Included are 30 pairs, shown on 
an angled “stripe” pattern of copy 
layout which leads the eye naturally 
through smooth leathers, silk, fabrics 
and woolies presenting the complete 
line. Last year this was run in two 
newspapers, with a mail-order men- 
tion which resulted in a huge volume 
of rural sales immediately. 


by JOHN F. W. ANDERSON 


Finally, to give an additional incen- 
tive to department salespeople, Mr. 
Slade makes a standing offer of an 
additional ten-cent commission for 
every pair of slippers sold above the 
$2.50 mark. Rewards earned are 
posted daily on a bulletin board in 
the shoe office, and there is a strong 
competitive sense among the sales 
force with this board as graphic proof 
of their efforts. This complete pro- 
motion gets Christmas slipper volume 
off to an early start for this leading 
Southern shoe department. 

* * * 


“Autumn New and Autumn Smart!” 
(The Stone Shoe Store, Cleveland) 


* * * 





FOR YOUNG SUBDEBS.-.- 
IT'S WEDGES 
EVERY TIME! 
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The low wedge hits an all time high. 


Three Dimensional Window 

The Florsheim Shoe Shop, on 
Seventh Avenue at 37th Street in 
New York City, has a shoe selling 
window idea that we think is great. 

Captioned “Florsheim Stormy Leath 
ers” across the face of the window. 
the display promotes their heavy 
rugged shoes for Fall, football week- 
ends and wet weather. 

The window glass is covered with 
large, four-inch-long globules of 
“rain.” Inside the glass, a four-foot 
long windshield wiper is suspended 
from the top of the window with th« 
hopeless task of clearing away the 
permanent raindrops. And the in 
side display, besides the appropriate 
shoes, includes a large vase of artifi 
cial “football” chrysanthemums, a 
robe of sheepskin and accessories ap 
propriate for a man’s week-end in the 
country. 

* 7 * 
The All-American Shoe 

This is the year that moccasins. 
huaraches, wedgies, play shoes and 
mannish walking shoes are suppose: 
to knock the spots out of the favorite 
saddle oxford for teen and school age 
girls. 

But a newspaper ad we recently 
received from Godchaux’s, famous 
New Orleans department store, con- 
vinces us that one store expects to do 
a big business in this perennial fa- 
vorite, not only in its standard pattern 
but also in new and interesting varia- 
tions. 

Of eight saddles illustrated, six are 
rubber soled, two are crepe. Uppers 
are of white and tan calf; brown, 
green, wine and black bucko, and 
saddles are of black, brown, wine and 
antique calf, green and wine alliva- 
tor. That should be a versatile enow zh 
collection to meet all outside com'e- 
tition. 
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BEST IDEA OF THE WEEK 
EXTRA SALES AT YOUR FINGER TIPS 
(Levine Brothers, Wichita Falls, Texas) 


Manager J. H. Friedman—“I understand that your 
department is more or less a trading post for good 
ideas—we have picked up some O.P.I.’s from the 
Boot anp SHoe Recorper that have been useful to 
us—and we would like to pass on an idea to the rest 
of the trade.” 


O. P. Ideator—“A merchandising slant that has 
been useful to you in your store is of valuable aid to 
the rest of the retail trade. Let’s hear it.” 


Manager Friedman—“T believe that this photograph 
is largely self explanatory. We have had all our fitting 
stools equipped with metal trays to hold polishes and 
the size stick. We have been using them for about a 
month and find them invaluable, for the size stick is 
available for immediate use and it can be put back in 
its proper place right after it is used and not thrown 
carelessly on the floor or the adjoining seat. Not only 
that, but the trays are a handy place for the quick 
display of polishes, all the salesman has to do is reach 
down and the polish is right at his hand rather than 
having to run to the display counter and back. 

“The special extension on this tray for the size stick 
sure does beat the old nail on the wall, It sayes 
numerous footsteps and time, especially on busy days 
when every moment saved in completing a sale means 


Manager Friedman—‘These trays were made and 
attached to the fitting stools by a local tinsmith at a 
cost of 75 cents each. They are painted green to match 
our floor runner. They can be fastened to any style 
or type of metal fitting stool, or they could be fitted 
to any other type of fitting stool at the time of manu- 
facture at a very slight additional cost.” 

O. P. Ideator—“The additional cost would be slight 
in conggigrison to their usefulness. I especially like the 
handiness-of the size stick but believe that some mer- 
chants Might question the polish idea. Some salesmen 
believe that it is an advantage to have the polish at 
an adjoining counter and carefully go up and select 
the proper polish and bring it to the customer or sug- 
gest the polish at the wrapping counter in the belief 
that a direct presentation looks like too much high 
pressure. However, I think your tray is a valuable 
contribution to the trade and I would like to hear your 
report after further usage. Many thanks.” 


added dollars in volume.” 





O. P. Ideator—“Can you give us an idea as to how 
much this salesman’s aid costs?” 





Collection Letter 


Occasionally a merchant writes in 
to say that he has been using the 
same collection letter for some time 
and could we suggest something new 
and fresh. 

Our answer is that the only way to 
get money out of a customer is to ask 
for it, but we must admit that their 
may be more effective and painless 
methods than to just ask for money 
in so many words. 

Here is a suggestion that the store 
may imply that inasmuch as the 
creditor has carried out his part of 
the bargain without complaint from 
the debtor, it is up to the debtor to 
come through, such as: 

“We again ask your attention con- 
cerning payment of your past due ac- 
count with us of: 


“You have not told us of any com- 
plaint and therefore we assume that 
the shoes we sold you are satisfactory. 
It is needless to say that we had 
hoped that you would be satisfied and 
that you would be a regular-satisfied 
‘Customer of ours. We hope that the 


credit situation will not block rela- 
tions between us. 

“We would appreciate your prompt 
remittance and your business in the 
future.” 

* . * 


“57” 
by 
Shop Talk Jr. 


When a style 

begins to slide 

thru lack of customer appeal 
or because the stock rack is 
“shot full of holes” 

then you do one of two things 
Save ’em 

because you love ’em 

and hope to move ’em 

some sweet day when 

a soft customer comes in 

or you put them tenderly away 
for Annual Clearance. 

And all the time 

you're fooling yourself 

because today’s mistakes are 
never corrected tomorrow 

but get worse and worse 

and less and less valuable. 


Smart merchants 

clear as they go 

day by day 

with P.M.’s. 

How? 

Well, first put them all 

in a section known as “57” 
“lots of variety”’—“hash” 
forget their names and brands 
for they are now “57's” 

Odds and Ends—O and E 
and every clerk loves ’em 

for XX and X and A, B, C, D 
are code symbols on the boxes 
meaning 50c, and 25c and 5c, 
10c, 15c, 20c, of a very 
simple system. 

For every time a sale is made 
down in the corner goes 
57XX—or X—or A?B?C?D, 
and be sure the salesman 

gets his P.M. 

Prompt Money—every 
Saturday night 

and thus you will 

move more merchandise 

and make more money, 

for the old incentive 

to “do or dough” 

is still aces. 
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MORE CHRISTMAS ITEMS 


Smart bag with saddle 
color and __ stitching. 
Chic Bag. Compact 
and cigarette case in 
alligator print. Zell 
Products. “Back of the 
Eight Ball” compact. 
Henriette. 


Ideal Winter Boot, shearling wool lining, 1 
Fastener. Can be worn over shoes. Hood Re 
Co. Capacious felt bag, carrying full size umb 


Friedman-Lobel. 





Rhinestone studded party bag. Formal 
navy crepe bag. Both from Harry 
Roth. Black suede underarm bag 
with fringed plastic trimming. Fried- 
man & Shanbron. Extra deep com- 
pact. Tiny Candy Stick lighter. Both 


from Henriette. 
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VITALITY SHOE COMPANY 
Division of International Shoe Company VITAPOISE Feature Shoes for Children, priced according to size, 


ST. LOUIS, MO. 


CROSS the country ... to the retail shoe centers of America 
...have gone Vitality’s experienced representatives with 
something definitely mew under the sun! So don’t do a thing 
until you see what Vitality has for spring, 1941. It’s a brilliantly 
styled, perfectly balanced, complete line of shoes for women, 
men and boys, and children . . . authentically designed to win 
and to keep the approval of those quality-minded people who 
select their footwear with infinite care. 

But that’s not all. New Vitality for spring is sensibly priced to 
bring you a liberal markup. It brings you, too, the prese/ling 
impetus of a mew, convincing spring advertising campaign in 
leading magazines . . . the sa/les-stimulating power of a new, im- 
pressive merchandising program .. . the ever increasing profit- 
producing magnetism of the name Vitality. 

Before you make any commitments, be sure to see what 


Vitality has in store for next spring! 


mA in 


WOMEN'S MEN'S BOYS’ 
AAAAA to EEE AAA to G AtoE 
Sizes 2 to 11 Sizes to 14 Sizes 1 toé 
$6.75, a Few Styles $6 $5, $5.50 and $6 $4 and $4.50 


CHILDREN'S VITALITY OPEN ROAD SHOES, 
Complete widths and sizes. Priced for Outdoor and Campus Wear, 
according to size. $2.50 to $8 $8 and $5.50 


$3.50 to $6 








Pattern 

Number 2850-1 
In Elasticized 
White buck and 
Turftan calf, 
carrying the new 
exotic heel. 





THE WINTER CRUISE 


When the first nip of winter brings the thought of balmy 

breeze and southern skies, then it’s time to dress your 

windows with shoes for cruise and resort wear. Time 

was when only the millionaire and his wife could cheat 

the season, but now the man of average income gives 

his wife and family a winter holiday at any one of a 

dozen delightful places from the Pacific to the Carribean. 4 

The clothes they choose for these trips forecast what the On Display 3! ae 

whole world will be wearing up north next Spring and 

Summer. Tweedies’ Winter Cruise Creations give you Hotel Pennsylvania 
dv look-i ts line. Th f New York—Nov. 10-13 

an advance look-in on pre-season selling ey are for Room 361-365 

your choice customers. 


TWEEDIE FOOTWEAR CORPORATION ... JEFFERSON CITY, MO. 
OE, 
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The St. Louis Shoe Manufacturers Association 
in staging its second semi-annual “Introduction 
of Footwear Fashions” November 10-11-12-13 
at the Hotel Pennsylvania, New York, 
once more captures the spotlight of 
the fashion world. With all signs 
pointing to a definite expansion in 
consumer demand for shoes, St. Louis 
style men have pulled no punches in 
developing their Spring sample lines. 








meric Design 


WVHEN a woman selects a particular pair of shoes in your 
store, the factors that influence her decision are style, color, 
fit, price, material, etc. Certainly, she isn’t one bit influenced 
by the fact that the shoes were made down east or out west, 
but in this great and close knit industry wherein the buyer 
must be keen in selecting the right shoes for his particular 
type of operation various and sundry factors do have a 
definite bearing upon the locale in which the shoes are 
made. Not the least of these is that of the distinctive 
touch in shoe design. The fact is that the field of 
women’s shoe making has reached such a high degree 
of development and over-expansion that competitive 
forces have closed virtually all roads to “exclusiveness” 
save that of designing and styling. Fashion in wo- 
men’s shoes, therefore, claims top place in the work 
of the successful merchandiser. He knows that some- 
thing new, something different is the force behind the 
sale. 

The fall of Paris has caused much speculation in 
fashion circles as to whether or not New York will 
become the world’s new Fashion Center, and for the 
duration of the war it might well be admitted so far 
as the dress industry is concerned, for New York is 
the largest center of population in the Americas, and 
this hemisphere is the only one left, for the time 

[TURN TO PAGE 59, PLEASE] 
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To meet your most exacting require- 






New York -« 


KANE, DUNHAM & KRAUS, INCORPORATED 


ST. LOUIS 
A DEPENDABLE SOURCE 








Vitality Holds Sales 
Conference 


St. Louis, Mo.—Last week the Vi- 
tality Shoe Company of St. Louis in- 
troduced their new lines of women’s, 
men’s, boys’ and children’s shoes for 
Spring. It was the occasion of their 
semi-annual sales conference. From 
October 14 to 18, the Vitality roadmen 
met in St. Louis for a study of the new 
lines and of the outlook for the new 
selling season ahead. 

On Monday night the company held 
a sales dinner and style review at the 
Jefferson Hotel, attended not only by 
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FOR DEPENDABLE SHOES 


salesmen and company officials, but also 
by a number of visiting merchants. A. 
B. Fletcher, general manager of the 
company presided. C. L. Hein, sales 
manager, presented the Vitality mer- 
chants and salesmen. B. A. Gray, 
president of the International Shoe 
Company, addressed the visitors and 
salesmen briefly. D. S. Stauffer, vice- 
president of International Shoe Co., dis- 
cussed the leather market, and P. B. 
Jamison, International vice-president, 
added a word of greeting and encour- 
agement. / 


The runway revue of the new Fall 
styles conducted by Charles E. Good- 





ee 


rich, Vitality stylist, gave those in at. 
tendance an opportunity to study thé 
new samples at close range. 
models passed along the U-shaped run- 
way, Mr. Goodrich explained the detail 
and importance of each pattern. 
shoes were introduced in three groups: 
first, walking shoes; second, stylefu! 
round-the-clock shoes; third, sports and 
casual types. Each professional mode! 


wore a costume in keeping with the 


type of shoe displayed and, as usual, 
each model carried a card bearing the 
name of the pattern, the number of the 
last and the heel height. Many new 
and interesting treatments were in evi- 
dence. In general, smart and salable 
shoes appeared; particular interest w:s 
centered in the new casual types. 

Announcement was made that th« 
company will wind up the current year 
with the largest sales volume in its 
history. Vitality’s retail price plan for 
Spring will remain the same as for last 
season. 

No changes in the sales force have 
been made. Following is a list of the 
attending salesmen together with their 
respective territories: M. P. Bringard- 
ner, Michigan and Indiana; J. R. Bur- 
riston, California; R. C. Farrar, Texas; 
J. W. Field, Southern States; R. D. 
Fletcher, Mountain States; W. J. Har- 
ney, Ohio; W. L. Jonakin, Virginia, 
Kentucky, West Virginia, Maryland; 
F. M. Keener, New England; J. L. 
Locke, Southeastern States; J. G. Ma- 
zur, Illinois and Iowa; A. R. Moore, 
Wisconsin, Minnesota, North Dakota, 
South Dakota; M. O’Bryen, Missouri, 
Oklahoma, Kansas; Larry O’Connor, 
Eastern Pennsylvania; H. E. Summers, 
Western Pennsylvania; J. C. Thomas, 
New York State; A. K. Umphrey, 
Washington, Oregon, Idaho. M. A. 
Weiss, covering greater New York, was 
absent due to illness. 


Gold, Silver, Tinted 
Evening Shoes Favored 


St. Lours—When his Mysterious Ma- 
jesty, the Veiled Prophet, on his sixty- 
first annual visit to St. Louis on Oc- 
tober 9, selected Miss Rosalie McRee 
as the new Queen of Love and Beauty, 
who traditionally rules society for one 
year, it was the occasion for formally 
opening the Fall Social Season in St. 
Louis. 

The event, attended by thousands of 
spectators who couldn’t possibly think 
of being present unless the gown, the 
shoes and all accessories were fresh- 
dated, results in increased demand for 
merchandise of this type in the various 
departments of the stores. 

The evening gowns as to color, model 
and material were selected to the in- 
dividual wearer’s tastes, size, age and 
other characteristics that persuade wo- 
men to choose the costume most becom- 
ing. Metal materials and an abundance 
of rhinestones used with wise taste on 
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many gowns were pronounced in the 
array of hundreds of costumes. 

The demand for evening shoes re- 
flects itself generously throughout the 
shoe departments and shoe stores. Ob- 
servation and check at the ball indi- 
eated that silver and gold kid was the 
particular preference of those attend- 
ing. With a majority of the gowns be- 
ing chosen in white, the trimmings 
being varied, an equal division of gold 
and silver sandals were in evidence. 
Where gowns took on the pastel shades, 
the shoes were tinted to match. Even 
the black costumes found the wearers 
expressing a preference for either gold 
or silver kid sandals. 

The patterns of the sandal types defi- 
nitely were of draped types, with prac- 
tica!ly all having open toes. The side 
buckle straps were slender with an 
occasional ornamental fastening. The 
instep was visible on practically every 
patiern with sufficient support for the 
arch to make the foot comfortable. No 
change was noted in the preference for 
lower heels, which have been predomi- 
nant for some time. The vogue con- 
tinues to make its influence felt in eve- 
ning shoes, where an overwhelming 
majority of the sandals worn at the 
ball carried lower height heels. 


Commenting on this particular trend, 
H. E. Jolley, manager of the Shoe De- 
partment of Scruggs, Vandervoort & 
Barney Co., Inc., said: “We have sold 
evening shoes for the Veiled Prophet 
Ball with ‘wafer wedge’ heels that have 
the appearance of the thickness of a 
top-lift. 

“We received our proportionate vol- 
ume of the evening shoe business and 
the event is a stimulus for our evening 
shoe sales,” concluded Mr. Jolley. 

Marcus Rice, who merchandises the 
shoe departments for the Famous-Barr 
Co., when asked to comment on the 
business resulting from the city’s num- 
ber one social function, remarked: “We 
do sell many pairs of evening shoes to 
be worn at the ball. The prices range 
from the lower brackets to the top 
quality patterns. Many women select 
their evening shoes in the middle price 
bracket, this group being responsible 
for a large volume of business.” 


To Manufacture 
Orthopedic Appliance 

Sr. Louis, Mo.—An orthopedic appli- 
anee, known as Arch-O-Graph, will be 
manufactured henceforth by Arch-O- 
Graph Company, which has been incor- 
porated with $150,000 authorized com- 
mon stock to acquire the assets and 
business of the Hyland-Stiles Company. 

Arch-O-Graph is a machine which 
makes an impression of the stockinged 
foot of the customer. A resilient foun- 
dation, cemented permanently into the 
shoe, is formed from this pattern. 

Daniel F. Hyland, John C. Stiles and 
W. Havard Perkins are directors of the 
corporation. 


We enthusiastically announce a com- 


pletely new Style, Sales and Merchandising program— 


effective November Ist, 1940. . 


. . This new setup is 


designed in its entirety to serve larger needs of our 
customers and to assure them of greater profits— 
regardless of size of operation. 

NEW Style Department 


SHOES 


On Display 
Hotel Pennsylvania 


New York-Nov. 10-13 
Room 357... 


MOULTON-BARTLEY, INC. . .. . 


NEW Sales Policy 
NEW Merchandising Plans 


NEW Ad Aids 


NEW Savings 


GREATER PROFIT POSSIBILITIES 


Write for complete details today. 


ST. LOUIS 


TRL LTS TSS vt FS Seat Flt Fl Fl ATS 


Charles Thompson with 
Johnson, Stephens, Shinkle 


St. Louis, Mo.—Announcement has 
been made of the appointment of 
Charles Thompson, formerly shoe buyer 
at Oppenheim Collins & Co., New York, 
as manager of the New York sales of- 
fices of Johnson, Stephens & Shinkle 
Shoe Co., women’s shoe manufacturers. 
Mr. Thompson will work under Homer 
S. Brown, Eastern sales manager, and 
a director of the company. The sales 
offices are located in the Marbridge 
Building. 


Travelers Given Dinner 


Cuicaco, ILtu.—H. L. Ware, charter 
member of the Chicago Shoe Travelers’ 
Association, and Ralph Wolpe, one of 
the organization’s most active members, 
were guests of honor at a special din- 
ner, October 18, at the Morrison Hotel. 
The affair was called “W. W.” night. 

Mr. Ware was honored for his long 
membership and Mr. Wolpe for the 
work he has done during the past year, 
which has included bringing 17 new 
members into the association. Several 
retailer friends of both men attended 
in addition to members of the associa- 
tion. 





BOOT ann SHOE RECORDER, October 26, 1949 


The members of the St. Louis Shoe Manufacturers Association Cordially Invite 


you to their 


INTRODUCTION OF 
SPRING FOOTWEAR FASHIONS 


Hotel Pennsylvania Third and Fourth Floors : ; ; . : New York 
November Tenth to Thirteenth ; ; Nineteen Fort, 


ST. LOUIS SHOE MANUFACTURERS ASSOCIATION 


A. M. BURTON, Sec’y-Megr. - - - 1627 LOCUST ST.,ST. LOUIS, MO. 
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Air Step Shoes 

Blue Ribbon Shoemakers 
Boot & Shoe Recorder.. 
Boyd-Welsh Inc. 

Brauer Bros. Shoe Co. 
Brown Shoe Co.... 
Burton, A. M...... .BI4A 
California Shoes Ltd.... .. . 461-465 


Cantilever & Ground Gripper (Division 
of Selby Shoe Co.). .401A-403A 


Captiol Shoemakers Ss 
Carmo Shoe Mfg. Co. .400-401 
Connolly Shoe Co.... er 
. 450-451-452 
. .400-401 
321-322 


383-389 
427-428 


Fairchilds Publications se 

Fanchon-Fashion Plate Shoes.... 

Florsheim Shoe 

Foot Pals Shoes 

Forest Park Shoe Co. ial e ttce. calrel etate 

Gardiner Shoe Co. (Vibrant Step Di- 
vision) . ccet “Ter 

General Shee Corporation 

H. C. Godman Co... . 

Gordon-Reuben Shoe Co. 

Greogory-Read Co. ‘ 

Ground Gripper Shoes (D Selby 
Shoe Co.) “1 401A-403A 

Hamilton-Scheu & Walsh Shoe Co... . 382-386 


A Deectory 


D 


Evibilorg 
al lhe 


Pexnsylrania 


New York November 10, 11, 12, 13 


ROOM 
306A-308A-310A 
457 

391-396 


Hoolygan Kicks Shoes 
Huiskamp Brothers Co. 
Jefferson Shoe Co.. 
Johansen Bros. Shoe Co., 
318A-319A-320A-322A-324A-325A 
Johnson, Stephens & Shinkle .300A-302A-304A 
Juvenile Shoe Corp. ... 446 
Kane, Dunham & Krause... 375-378 
Geo. E. Keith Co.... . 420-421-422 
Knomark Mfg. Co. a + 
Lastex Shoe Materials...... ...489 
Lazy Bones Shoes ° ... 446 
Lennox Bags theses 450-451-452 
Life Stride Shoes (Division Milius Shoe Co.) 
424A-425A 
Magic Stride Shoes... ..... 
Marshall, Meadows & Stewart 
Milo Shoes (Division Milius Shoe Co.) 
418A-419A-420A 
418A-419A-424A-425A-420A 
soon 


Milius Shoe Co. 
Modart Shoes . 
Moulton-Bartley, Inc. ........ 
Mound City Shoe Co. 
Naturalizer Shoes 

Se GS sve vcecss 
Orthopedic Shoe Co.... — 
Paradise Shoes ~s 383-389 
Paramount Shoe Mfg. Co... .306A-308A-310A 
Peacock Shoes 358-362-366 
Pennant Shoe Co.... . .392-395 


ROOM 
(Division of 

402A-404A 

321-322 

431-432 

350-351 

483-487 

483-487 

304A 

314A 

450-451-452 

400A-401A-403A 

350-351 

44) 

300 

358-362-366 

492-496 

.458 

361-365 

328 

.330 

489 


Physical Culture Shoe Co. 
Selby Shoe Co.)... 


Queen Quality Shoe Co. 
Reuben Gordon Shoe Co. 
Rice-O’Neill Shoe Co. 
Roth, Rauh & Heckel Inc. 
The Roth Shoe Co. 
Rhythm Step Shoes 
St. Louis Shoe Mfrs. Ass'n. 
Samuels Shoe Co. 
Selby Shoe Co. 
Shoes By Rice-O’Neill 
Simplex Shoe Mfg. Co. 
Sport Specialty Shoe Co. 
Stoner, Jim .. 
Styl-Eez Shoes. 
Trip-A-Long Style Shoes... 
Tweedie Footwear Corp... 
T. W. A. eu 
United Air Lines 
Alfred Vamos & Co... 
Vibrant Step Division 
Se cee 
Vitality Shoe Co. 
Walk-Over Shoe Co... 
Wall Streeter Shoe Co. 
Winthrop Shoe Co. 
Wolff-Tober Shoe Mfg. Co., 
406A-408A-410A-411A-412A 
Women’s Wear Daily cha aie ee a ae 


. 420-421-422 
492-496 
486 





WOODLAND CALIF is a 
rugged, hand-boarded, 
newly perfected bark 
tannage ... soft, mellow 
and comfortable ... will 
not contract nor expand 
with weather changes 

. repels moisture .. . 
gives better ventilation 
... improves in appear- 
ance with age. “MUFTI” 
will be an exceptionally 
popular Taylor-Made 
style because of its un- 
usual good looks and 
comfortable service- 
ability. 


“MUFTI” 
a new pattern 
made of 
Horween's 
TIMBER TANNED 
WOODLAND 
CALF 


O-SO-EZ-E 
No. 5012 
IN-STOCK 
AA toD..61to 12 
$4.35 
2% thirty days 


BOSTON, MASS 
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Draftees Civil Relief Act 
Far-Reaching in Scope 


| WASHINGTON, D. C.—Modeled after World War 


| legislation but expected to have a far greater effect upon 


retailers because of the substantially greater volume of 
installment sales today, the Civil Relief Act passed by 
Congress provides a virtual moratorium during the 
period of military service on installment accounts, rent, 


| mortgages and insurance. 


Briefly, the act is designed to suspend proceedings ind 


] . . . , 
| transactions during the service man’s absence so that 


he might have an opportunity when he returns to be 
heard and to take measures to protect his interests. ‘Ihe 
new law covers such subjects as stay of court proceed. 
ings, stay of executions, protection of plaintiffs and de. 
fendants absent on military and naval service, pro- 
hibitions against the repossession of property purchased 


| under a contract of conditional sale without court action 


and extension of the running of the statute of limitations. 

Specifically, a retailer under the terms of the act is 
prohibited from exercising “any right or option under 
such contract to rescind or terminate the contract or 
resume possession of the property for non-payment of 
any installment falling due during the period of such 
military service, except by action of a court of com- 
petent jurisdiction.” A retailer, for example, who has 
received and accepted a down payment on merchandise 
purchased on the installment plan by a vendee subse- 
quently called into the military service is subject to a 
years imprisonment or a fine of $1,000 or both for 
violating this provision of the law. 

Under some interpretations of the act, this penalty 
provision is applicable to a retail distributor who 
attempts to take back unpaid goods from an individual 
in the military service even though the buyer consents 
or requests that the merchandise be taken back. Con- 
sidered as imposing an unfair restriction on retailers, 
this provision was the subject of a proposed amend- 
ment designed to clarify the retailer’s status in the case 
of repossessions made by mutual consent of both vendor 
and vendee. Although the War Department had indi- 
cated that it was not opposed to the suggested amend- 
ment, conferees in ironing out differences between 
Senate and House drafts voted to drop the provision. 

Other features of the new law of interest to retailers 
include a provision permitting a court to stay proceed- 
ings instituted for a breach of the installment contract 
prior to the period of military service until after the 
completion of the service; and a section authorizing 4 
stay or postponement in the court’s discretion not only 
to a man called into military service but also to his 
guarantors or endorsers. 

Conferees agreed to an amendment designed |v pre- 
vent the freezing of installment credit to men in the con- 
scription ages between 21 and 35. This moratorium is 
applicable only to installment sales made prior to the 
passage of the law. Subsequent to that date, ret:i! dis 
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fributors are free to draft contracts designed to best , 


tect their interests. The law will remain effective 
until May 15, 1945, the date which marks the end of the 
Selective Service Act. 

Retail trade groups which have attempted to measure 
the effects of the civil relief act have pointed out that, 
while the potential losses to installment sales appear 
large on the surface, actually only a small percentage 
of outstanding installment accounts will be affected im- 
mediately. This is attributed in part to the fact that 
unmarried men between the ages of 21 and 35 the 
eateory from which the first conscripts will be called, 
are not heavy purchasers under deferred payment plans. 


Mealley 
For Red Cross Call 


New York—George H. Mealley is announced as | 


Heads Tanners Group 





chairman of the Tanners’ Leather Group in the 1940 | 
membership Roll Call of the New York Chapter of the | 


American Red Cross. In urging full support of the cam- 
paign to be conducted from Nov. 11 to 23, Chairman 
Mealley said: 

“The American Red Cross has completed the first war 
year with double credit. Simultaneously this great 





organization gave continuous war relief to victims of | 


invasion, and also carried on its regular domestic duties 
here. Americans contributed generously for war relief. 


Their contributions were devoted exclusively to war | 
relief. Now, our Red Cross appeals for support of its | 


normal activities. 
“Nationally, the American Red Cross provided war 


relief in the form of ambulances, hospital equipment, | 


medicines, food, nearly a million garments, over 5,000,- 
000 surgical dressings. At home it aided victims of 102 
disasters, and rendered many other services. 

“New York Chapter shipped 85,000 relief garments 
to war victims, and is shipping 87,000 more. It shipped 
868,000 surgical dressings. It helped 10,000 New 
Yorkers trace relatives in war-torn lands. It aided 1200 
returning, needy American refugees. 

“Locally, the Chapter cared for thousands of needy, 
disabled veterans; trained thousands of persons in first 
aid, life saving, home nursing, and nutrition. Chapter 
volunteers served in 16 hospitals; Brailled books for 
the blind; made 1,347,555 surgical dressings for local 
hospitals; staffed a motor corps; distributed 100,000 
magazines to hospitals, and gave many other. services. 
Help support this work by joining during Roll Call, 
Noy. 11 to 23.” 


Myers Remodels Store 


Rocuester, N. Y.—Numerous improvements have 
been made by Fred L. Myers in his shoe store, here. 
New furnishings have been installed, the front of the 


store widened and the whole store redecorated and new 
thelvine put in. 





f 


“PARADE” 


a new military pattern 
made of 
Horween's 
TIMBER TANNED 
FORREST 
CALF 


O-SO-EZ-E 
No. 5014 
Leather lined to toe 
IN-STOCK 
AAtoE.. 6to 12 
$4.35 
2% thirty days 


E. TAYLOR CORP 


FORREST CALF is a 
smooth, Cordovan-like, 
bark tanned leather, 
soft,mellow, pliable, and 
rugged. The military 
character of the pattern 
. and the superior 
comfort and good looks 
of the leather will make 
“PARADE” popular with 
men in all walks of life. 
A post card will bring a 
Taylor-Made Salesman 
to your store. 
a 


PROOF THAT CUSTOM 
CHARACTER NEED 
NOT BE EXPENSIVE 


BOSTON, MASS 





































































nees are you are short of something 

t is really needed at that time. But 
fost important the shoes will become 
to the salesforee before the selling 
iod starts. Strive to have plenty of 
es in the shoes that are in demand. 
the other fellow be the hero and 
h the season. 

Fifth: In the analysis of your carry- 
ey stock, the bugaboo of sizes will be 
re again and, tough as the problem 
it must be tackled. There is no doubt 
¢ more sales are lost for want of 
es than from lack of patterns. If you 
nid only learn to buy a lot more sizes 
i fewer patterns, one of your great- 
faults would be corrected. One way 
correct this error is to play your own 
me. After your plan for buying is 
le, siick to it. If you don’t and try 
buy every pattern and every color 
t all of your competitors are promot- 
, you can’t possibly have a buying 
dget large enough to allow you to 
sizes in very many lines. 
~ Now that we have worried over some 
the technical phases of buying let us 
nsider the Spring trends as they ap- 
r today. At a time when war and 
mericanism are paramount in every- 
ine’s mind, such thoughts must logical- 
influence style and color. The pa- 
fiotic colors, red, white and blue will 
much in evidence. However, that 
»s not mean that all three colors must 
6 on one shoe. Navy blue and soldier 
will be the best early sellers. Navy 
mps with touches of white or red 
lould excite interest. To a serious- 
nded public such as we are at pres- 
plain, simple, elegant shoes will 
predominate for street wear. Pumps, 
both tailored and dressy will be the 
fumber one shoe for Spring. Last 
Spring blue and white, brown and white 
and black and white spectators were 
much in demand and this season should 
surpass last in the sale of this type. The 
conventional tip and fox will lead. 
Spectator pumps are needed in both 
high and low heels. 

However, another trend during the 
war period is toward the frivolous in 
dress. Those advocating this idea be- 
lieve that women’s styles should be so 
light-hearted and gay that men will 
forget war and trouble. Dainty high- 
colored sandals and daring use of trans- 
‘parent Vinylite will aid in carrying out 
this theme. 

Unless a certain percentage of your 
purchase is devoted to highlights you 
will not attract enough attention to sell 
your conventional types. Always be 
open to buy the new or unusual when- 
ever it is presented. 

Tn play shoes, or occasional footwear 
of all kinds, white, blue and red should 
account for 90 per cent of the business. 

western influence is expressing 
itself in the growing demand for saddle 
ther shoes and accessories. Saddle 

im, as a color, is very suitable for play 


{ a 


hoe Mfg. Co. 
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How I Buy My Spring Shoes 


[CONTINUED FROM PAGE 23] 


or sport shoes. It is neutral enough to 
go with almost any color. Embossed or 
hand-iooled Western belts are selling 
rapidly right now to both men and 
women. 

As a matter of fact all phases of 
American life and tradition are affect- 
ing style trends. The early American 
Indian is the logical forefather of the 
moccasin type which is becoming more 
popular every day. The Dude Ranch 
contributes saddle tan. Creative Amer- 
ican imagination gives us wooden trims 
and ornaments, as well as plastics of 
all kinds. In reality, this Spring we are 
not looking to other countries for our 
inspiration, instead, we are utilizing 
long dormant American ideas. 


Show Time Is Shoe Time 


[CONTINUED FROM PAGE 16] 


manufacturers will have exhibition 
space. Fourteen floors of the hotel have 
been reserved for the opening, and a 
record-breaking show is expected. 

A group of quality shoe manufac- 
iurers will hold an informal showing 
at the Hotel Vanderbilt, Park Avenue 
at 34th Street, Nov. 11, 12 and 13, with 
some former member firms of the Shoe 
Fashion Guild exhibiting. This group 
showing is expected to attract many 
buyers of better grade shoes. 

More than a hundred lines are to be 
shown during the week of Nov. 11 at 
the Hotel McAlpin, where many manu- 
facturers are accustomed to display 
their samples each season. The Mc- 
Alpin is just across the street from 
the Marbridge Building, which houses 
the largest number of permanent shoe 
sample rooms of any building in New 
York. 


Fluorescent Lighting 
[CONTINUED FROM PAGE 28] 


Beige ceilings and walls carry out 
another note of contrast, as do the 
modernistic chairs upholstered in ivory 
leather. These chairs are arranged in 
a semi-circular line to form a comfort- 
able, pleasing atmosphere for the cus- 
omer. 

The new department carries several 
exclusive lines with prices ranging from 
$6.75 up. Each of these exclusive lines 
is shown in De Jong’s own box. This 
box is beige and dark brown and carries 
the same De Jong script signature used 
throughout the store on labels, boxes 
and wrappings. 

Besides a permanent window section, 
displays of shoes are used in the higher- 
priced ready-to-wear salons on the sec- 
ond floor; in the popular-priced depart- 
ments on the third floor and in the 
hosiery, handbag and glove cases on the 
first floor. All shoe buying is co- 
ordinated with these departments. 




















Building for a profitable, suc- 


cessful future is easy with 
Health Spot Shoes. 
Here are the three vital con- 
tributing factors: 
1. You appeal to a_ greater 


number of people when you 
offer them Health Spot 
Shoes. Statistics show that 
7 out of 10 persons have 
foot trouble; consequently 
there are more prospects for 
a good strong shoe that gives 
much-needed comfort. 

2. Because of the unusual ser- 
vice and comfort satisfaction 
shoe wearers obtain through 
wearing Health Spot Shoes, 
they become _ permanent 
steady customers. 

3. The word-of-mouth advertis- 
ing of satisfied customers 
(that doesn’t cost a penny), 
constantly creates new busi- 
ness. There is no medium of 
promotion so effective as cus- 
tomer goodwill. 


the 
Spot wedge at the in 
side corner of the heel, between 
the insole and the outsole,: which 
provides the necessary support for 
holding heels and ankles in normal 


exact location of 


Illustrating 
the Health 


position. This means relief from 
pronation and foot strain, and com- 
fort for foot-weary customers 
(Protected by U. S. Patent No 
1,916,198.) 

There is an opportunity in many 
cities for the right dealer to enjoy 


a profitable Health Spot Shoe busi- 
ness. Write for details today! 


MUSEBECK SHOE COMPANY 
DANVILLE ILLINOIS 
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Detroit Shoe Salesmanship Course Siniteis 
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More Advanced Class Now under Consideration as Result of 
Enthusiasm Engendered and Benefits Derived 
from Lectures and Studies 


Detroit—A very successful course of 
instruction covering practical shoe fit- 
ting and salesmanship, designed to 
augment the knowledge of shoe em- 
ployees in regard to the fundamentals 
of shoe retailing, was recently con- 
ducted by Detroit shoe merchants in 
cooperation with Department of Ad- 
ministrative Education of Wayne Uni- 
versity. 

The request for this course came first 
from the local association of Detroit 
Retail Shoe Dealers who realized the 
benefits of specialized training for new 
employees in the shoe business, which 
would make the employees more effi- 
cient and aid the merchants in securing 
trained helpers. 

The shoe retailers who took an active 
interest in the course included among 
others The R. H. Fyfe Co., B. Seigel 
Co., The J. L. Hudson Co., Hack Shoe 
Co., Crowley’s, Peoples Outfitting. 

The 100 per cent cooperation of the 
Detroit rei:ail shoe men and the faith- 
ful and enthusiastic attendance each 
night of the entire enrollment of 70 
members, made this course an outstand- 
ing success. It was primarily designed 
as a beginners’ course, covering the 
fundamental principles of shoe fitting 
and selling, but at the urgent request 
of those attending a second and more 
advanced course is now contemplated. 

Speakers for the course were sug- 
gested by the shoe dealers and all were 
outstanding people in the shoe trade. 
At the first session “Feet” was the sub- 
ject presented with blackboard demon- 
strations showing the common causes 
of foot ailments. Dr. Raymond Kana- 
gur, of the Detroit Chiropodists Asso- 
ciation gave a thorough outline of the 
anatomy of the foot, which was illus- 
trated on the blackboard. He explained 
bunions, corns, callouses and other ail- 
ments of the feet caused by ill-fitting 
shoes. Dr. Kanagur led a question and 
answer discussion following the talk. 

The second session was conducted by 
Walter Labram, of the orthopedic de- 
partment of The R. H. Fyfe Co. This 
session was devoted entirely to a dis- 
cussion of leather, its origin, where the 
animals camé from, the tannage, how 
to make the various finish skins used 
in the making of shoes. The topic was 
illustrated by a display of all kinds 
of leather, including genuine reptile, 
imitation, sharkskin and fabrics such 
as faille, cloth, the new elasticized, etc. 
This discussion lasted one and one-half 
hours and was interestingly handled by 
Mr. Labram, who has had a thorough 
experience in the manufacture of leath- 
ers as well as in the orthopedic line. 
Thirty minutes following the talk was 
devoted to questions and answers, which 
the students really devoured. 


The third session, also conducted by 
Mr. Labram, covered the subject of 
construction of shoes consisting of welt, 
McKay, turn shoes, stitchdown, cement 
and other various methods. A sample 
of each method was displayed, showing 
the shoe cut open so that the class could 
actually see and know the method un- 
der discussion. Samples were shown 
of the various types of leather that 
went in the upper, insole and outsole. 
Various types of heels were also dis- 
played, showing all heights and leather, 
position, etc. Mr. Labram conducted a 
thirty-minute period of question and 
answer. 

The fourth session was devoted to 
shoe styles for the Fall of 1940. Joseph 
Goodman, manager of Russek’s, De- 
troit, ably presented this topic, empha- 
sizing style and the matching and 
blending of various colors in shoes with 
apparel, including hats, belts and vari- 
ous accessories. This talk was demon- 
strated with a display of the items and 
accessories, including a glass shoe 
which was very attractive. Mr. Good- 
man conducted a half-hour period of 
question and answer following the talk, 
in which many interesting questions 


pertaining to properly matched acces-. 


sories were propounded by the students 
and answered by Mr. Goodman. 

The fifth session of the series was 
devoted to salesmanship technique as 
applied to selling shoes. Walter Magee. 
of Crowley’s, spoke to them regarding 
the proper approach to customers, giv- 
ing various suggestions as to how to 
handle the various types of customers 
and notes on good salesmanship. He 
stressed the proper greeting of a pros- 
pective customer upon entering, a cheer- 
ful welcome and the courtesy of escort- 
ing her to a seat and the importance to 
the successful salesman of enthusiasm, 
tact, resourcefulness and a genuine 
wholehearted manner, in addition to a 
knowledge of his profession. 

On the sixth and last evening of the 
course, the topic was “Selling Hints.” 
Charles Hilliar, Louis Decker and Les- 
lie Winkler, expert shoe men connected 
with The J. L. Hudson Co., conducted 
a panel discussion, covering sales meth- 
ods, the correct fitting of shoes, how 
many shoes they should bring out to 
show a customer, avoiding the possi- 
bility of confusing the customer by 
showing too many, customer approach, 
analyzing the customer. The half-hour 
question and answer period which fol- 
lowed this talk, brought out many en- 
lightening questions and answers. 

Those in charge of this program have 
been highly gratified by the apprecia- 
tion shown by local shoe merchants and 
their employees, and the widespread 


interest which has been evoked in the 
project as evidenced by the large num- 
ber of letters of inquiry received from 
throughout the entire country. 

Mr. Bradshaw of the J. L. Hudson 
Co., said: “I think this was a wonder- 
ful experience for the young help.” 
Some enthusiastically remarked the 
course had “improved their knowledge 
1000 per cent.” The opinion of local 
shoe merchants concurred with that of 
Nathan Hack, of Hack Shoe Company, 
who said: “I think this course was one 
of the finest things that-ever happened 
in Detroit, and shoe merchants and 
students are looking forward eagerly 
to the opportunity of taking a more 
advanced class.” 


Combined Service of 63 Years 


PirrsTton, PA.—Pittston has a num- 
ber of employees of local business con- 
cerns, both men and women, recognized 
as faithful workers, but probably the 
two best known are William Early and 
William Nichols, salesmen for the 
Boston Shoe Store, 34 N. Main Street, 
who have a combined continuous service 
of 63 years. 

Mr. Nichois, a resident of 308 S. 
Main Street, Avoca, has the longest 
record, 33 years. Mr. Early, who lives 
at 39 Mill Street, Pittston, has a record 
of 30 years. 

The former began work as a boy of 
14 with The Boston Shoe Store when 
it was located at the corner of North 
Main and Butler Streets. Mr. Early 
started three years later just after the 
establishment was located in its pres- 
ent quarters. He was a youngster of 
12 at the time. 

The well-known shoe store was 
founded by Louis Schiffman 35 years 
ago, its first location being at the site 
of the present Leeds Clothing Store, 45 
N. Main Street, Pittston, Pa. 


Powell Store Modernized 


GREENSBORO, N. C.—A _ sstructural 
glass store front, modern show win- 
dows and a Herculite glass door are 
some of the special features of the 
reconditioned building of Powell’s 
Walk-Over Shoe Shop, at 113 South 
Elm Street, here. The store has been 
lengthened by nearly forty feet, and 
now contains approximately 5,000 
square feet of floor space. 

The interior of the store is equipped 
with fluorescent lights, air condition- 
ing, new rugs, mirrors, comfortable, 
individual fitting chairs and every 
modern shoe store convenience. 

The cost of remodeling and outfit- 
ting the new Powell store was in ex- 
cess of $20,000, it was stated, but it 
is now one of the finest establishments 
of its sort in the Carolinas. /t was 
established by R. C. Powel] fourteen 
years ago, and has enjoyed « steady 
growth in business each year since 
that time. 
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Elasticized ’ 
Fabrics? 





Hood Sportslax for 
1941 have the Profitable Answers! 


New Samples are being shown this month 


HOOD RUBBER COMPANY, INC. WATERTOWN, MASS\ 
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SELL THOSE WINDOW SHOPPERS 





PAVE 


TALKING WINDOWS 
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FALL PRICE TICKETS 


Imprinted Prices on Colorful Seasonal Designs 


X-1—Green and 
red on white 
background. 


Colorful price tickets in 
the popular price denomi- 
nations will dress up your 
displays, and make selling 
easier. Blanktickets,show- 
ing the design only, are 
also available. 


We have in stock a com- 
plete selection of designs 
and color combinations. 





green on white 
background. 


= 








X-4—Red and 
green on white 
background. 


6 Dozen 


$1.10 


12 Dozen 
$2.00 


brown desi 


The size—1¥4” x 254”—is 
large enough to attract the 
eye, and small enough to 
give the shoe prominence. 
The tickets are attached 
neatly to any part of the 
shoe with our Price Ticket 
Clips which are priced at 
$4.00 per gross—$2.25 per 
half gross. 


We will send a circular showing actual samples, at your request. 


“I” — Orange and 
ign — white 
bened-<aele in black. 


1940 
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COLORFUL AND EFFECTIVE 
SHOW CARD AND PRICE TICKET 


WRITE FOR DETAILS OF OUR ANNUAL SHOW CARD SERVICE 





SERVICE 


MONTHLY 


CARDS HOLDERS 


BLANK 
TICKETS 





No. | 


$5.00 


12 6 





No. 2 


4.00 


8 4 





No. 3 


3.00 


6 2 











No. 4 


2.25 
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Years of experience have given these men a knowledge of leather 
that enables them to detect at a glance any changes in the tan 
ning or finishing processes, and to suggest improvements 


INSPECTING LEATHER 


The proof of the pudding is in the eating 
—and the proof of the tannery is in the 
finished leather. Here our inspector tests 
the “break” of the finished leather; that 
is, the fineness of the boarded grain when 
the leather is folded. The finer the 
cteases, the better the break, and the 


better the leather will appear in the 
made-up shoe. We test the strength; we 
test the finish; we test the color. We 
test it today; we test it tomorrow. Our 
efforts to maintain our standards and im- 
prove them never cease. That is our 


obligation. 





AMERICAN HIDE AND LEATHER COMPANY 





4 oston 
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Hold More of Your Customers 
by the Heels... 


.. Shoe Stores 





Everywhere 


Find 9 Heels 


Make Their Shoes 


More Popular. . . 


SMALL thing, of course—but one of 
the small things that goes together 
to make a big difference in winning and holding custom- 
ers. These energy-saving longer level wearing ITS Rub- 
| ber Heels help your shoes deliver the extra comfort, extra 
| good appearance, extra service that bring people back 
| for more. Scientific left and right design that keeps shoes 
treading level, avoids quickly run-over corners, plus live 
| resilient rubber explain the growing popularity of ITS 
Heels. Use ITS in your own shop or specify them in your 
contract shop—it pays! 





| THE |-T-$ CO. ELYRIA, OHIO 





Charges Favoritism in Army Shoe Awards 





Brockton Mayor Wires Massachusetts Senators that Bidders in 
Other Markets Received Advance Notice and Were 
Able to Corner Leather Supply 


Boston, Mass. — Supplies of re-tan 
upper stock of the grade specified for 
use in army service shoes have dis- 
appeared from the market, both here 
and in the west; and a brisk fight is 
now being waged by South Shore shoe 
manufacturers who were awarded con- 
tracts as the result of bidding on Oc- 
tober 14, at which time orders totalling 
nearly 1,000,000 pairs of shoes were 
handed out by the new method of nego- 
tiated contracts which has replaced the 
older method of open, competitive bid- 
ding. 

It is charged by Mayor Rowe of the 
city of Brockton that bidders in other 
parts of the country received word of 
the awards six hours before Brockton 
manufacturers. He so stated in a tele- 
gram sent to Senators Lodge and Walsh 
of this state, now in Washington, ad- 
ding that this time lag was sufficient 
to enable rival manufacturers to corner 
the leather market. Aiding the mayor 
in this controversy is the Southeastern 
Massachusetts Shoe Manufacturers As- 
sociation, It is claimed that what is 
being described as a “raid” on the mar- 


ket may easily result in South Shore 
shoe manufacturers losing business 
which they have been given by the gov- 
ernment because of their inability to 
get the raw material of which army 
shoes are made. 

Regardless of the merits of the con- 
troversy, it is undoubtedly true that 
upper leather stock of the type needed 
is conspicuous by its absence. It is also 
true that stocks of this kind of leather, 
under the impetus of government buy- 
ing, for some time have been getting 
lower and lower, and that manufac- 
turers of side-leather-upper shoes other 
than army shoes have been having in- 
creasing difficulty in covering their re- 
quirements. 

Naturally, prices have stiffened; and 
these increases are reflected in the 
prices paid for this last lot of army 
shoes. It is reported on reliable author- 
ity that the government, in the first of 
these negotiated-contract buying opera- 
tions, set a price above which they 
would not go. This price was about 
fifty cents per pair above the average 
price paid for the lot of army shoes 


bought during September under the 
last of the public, competitive buying 
openings at the Boston Quartermaster 
Depot. The prices at which contracts 
were finally awarded were from thirty 
to forty cents per pair higher than in 
September. This, say tanners and shoe 
manufacturers alike, is eminently satis- 
factory, particularly in view of the 
fact that previous contracts have been 
awarded at prices which looked sus- 
piciously like cost and, in some cases, 
less than actual cost. 

This, however, does not mitigate the 
suffering of the manufacturer who, see- 
ing a profit staring him in the face, 
finds himself unable to grasp it because 
of inability to get material. 

In attempting to explain what has 
happened it must be realized at the be- 
ginning that there are comparatively 
few tanneries in the country equipped 
to make so-called re-tan upper leather. 
This involves two tanning processes— 
the first a chrome tanning proces~ done 
in revolving drums which can accom- 
modate many hides per day and which 
requires comparatively little factory 
space; the second, a re-tanning in which 
the chrome-tanned stock is made softer 
and plumper by means of a vey «table 
tannage, which is done in larg. vats 
equipped with paddle wheels whi: !: agi- 
tate the liquor. The number of iarge 
tanneries thus equipped, as ha-~ been 
remarked, is small. A tannery »0t s0 

[TURN TO PAGE 60, PF ©ASE! 
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MEXICO'S FINEST CRAFTSMANSHIP 
FOUND IN OUR NATIVE 


x HUARACHES «x 


129-5TH AVE. 





700A NATURAL TAN STEERHIDE 
SIZES 3 TO 8 
casetots 1.35 pr. 
Terms: 5% 20 DAYS NET 30 
F.0.8. OUR N. Y. WAREHOUSE 
Send for illustrated Leaflet 


See our new models at Shoe Show 
Hotel New Yorker—Room 703—Nov. 10-13 


FRED LEIGHTON’S | 





NEW YORK 








How the War Affects Leather 


[CONTINUED FROM PAGE 25] 


Mr. Holt quoted briefly from recent 
consular reports which indicate that the 
hide and skin situation has for some 
weeks been a serious problem in Brazil 
and Argentina, and was at last reports 
becoming serious in other countries. He 
continued : 


United States 


“Our national situation in hides and 
skins at the moment is one of abundant 
sources of supply, and involves no prob- 
lem, even allowing for increased de- 
mands for military preparedness. There 
May under certain conditions come to 
be a difficult problem for individual tan- 
ners, adjusting their operations to the 
use of grades or even species of skins 
they do not ordinarily process, but from 
the standpoint of national or industry 
demand as a whole, the future should 
Calise no serious difficulty so long as sea 
lanes to Latin-America remain open. In 
Me current year, the decline that has 

‘c ed in United States shoe produc- 

m has reduced our immediate demand 

hides and skins below normal, and 


therefore contributed to the current sit- 
uation of over-supply. 

“We usually tan less than 13 million 
calf and kip skins a year, importing 25 
per cent, nearly half the imports coming 
from Europe. The cessation of supplies 
from Europe on the outbreak of war 
raised fears of shortage and brought 
very high quotations for calf skins a 
year ago, but despite very low imports 
and unusually high exports of calfskins 
this year, the price has declined to about 
a normal relationship with other hides 
and skins. The conclusion I would draw, 
using Tanners’ Council data, is that too 
high a price for calf skins made the 
leather less competitive with leather 
from other hides and skins, and that 
(calf skin) tanners can operate safely 
only at the rate that skins are available 
at no price premium over competitive 
species. Although Latin-American ex- 
ports of calf skins are important, those 
skins usually are either extremely heavy 
or extremely light, and not well suited to 
the use of our calf tanners. There is, 
however, a possibility of increasing our 


imports of calfskins from Australia, New 
Zealand, and East Africa. If this still 
leaves a deficiency of calf leather be- 
cause domestic and imported supplies of 
calf skins are inadequate to our normal 
rate of use (as is expected), the deficit 
will probably be made up largely by in- 
creased use of grain hide splits to replace 
calf skins. 

“India, China and the Netherlands 
East Indies customarily supplied 50 per 
cent of the goat skins we import. Fou 
years ago my division called attention to 
our dependence on these markets in a 
series of circulars designed to encourage 
a greater volume of imports from other 
areas. Latin-America normally exports 
about 124% million goat skins a year, but 
we normally take 104% million; the re- 
mainder even increased by more com- 
plete collections there would not go far 
to remedy any interference with ar- 
rivals from the Far East. Up to the 
present time, China is the only source 
affected, supplying only 2 per cent of 
our imports this year against a normal 
14 per cent. Arrivals from India thus 
far have been heavy, and supplies from 
there will continue ample if sea lanes 
remain open, but they might be inter- 

[TURN TO PAGE 58, PLEASE] 
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BUYERS FIRST 
Geo to the Marbridge Building— 
Seven Floors of Shoes 


Buyers like the Marbridge Building because complete dis- 
plays are presented with full facilities for orderly business. 
Time is important to buyers and they will find more shoe 
and allied concerns in the Marbridge Building than in any 
one building in America. 

The Marbridge Building is in the very heart of midtown 
New York. All the great retail stores are nearby. So, if 
you are in search of ideas, examples and promotions, center 
your interests here. 


MARBRIDGE BUILDING 
47 WEST 34th ST. also 1328 BROADWAY, N.Y.C. 


D. S. MACDONALD, Manager. 








How the War Affects Leather 


[CONTINUED FROM PAGE 57] 


rupted. We imported about 12 per cent 
of our goat skins from Europe 10 years 
ago, and that source has now been re- 
placed by Africa. Nigeria, British East 
Africa, and British South Africa are 
furnishing 16 per cent of our imports 
this year against only 4 per cent four 
years ago. Whether Africa can be relied 
upon as a continuing source for these 
and larger imports depends on future 
events. If supplies from India and Africa 
should become impractical, it would 
mean lack of supplies for our kid leather 
industry, and this lack would have to be 
made up by increased tannage of cattle 
hides and sheep skins. 

“In the event that additional sources 
of hide and skin supplies outside the 
Western Hemisphere should be cut off 
by further extension of war, or should 
our leather requirements increase so as 
to make a greater volume of imports 
imperative, the ability of the United 
States to obtain additional supplies from 
Latin-America is rather prone to be ex- 
aggerated. The least difficulty would be 
experienced in obtaining cattle hides 


from below the Rio Grande, but while 
it appears that there is a wide margin 
for expansion in case of necessity, in 
actual fact only about 5O per cent of 
the total hide exports are wet salted 
and probably not more than two-thirds 
of those, or about 5,000,000 hides, are 
equivalent to frigorificos. It would un- 
doubtedly prove difficult to increase our 
purchases in this limited field in the face 
of heavy British and Canadian purchas- 
ing, consequently we would have to use 
the other types of hides, and try to get 
dealers there to adopt a uniform grading 
system that could be relied upon. 

“The problem of calf skin imports is 
one which Latin-America is in no posi- 
tion to solve for us. Only about 2,000,- 
000 skins are annually available for 
export, including kips, of which probably 
not more than half are suitable for Amer- 
ican tanning, while during the past five 
years our imports have averaged well 
over 3,000,000 pieces. Our best chance 
for calf skins is in New Zealand, Aus- 
tralia and Africa. 

“Although South America produces 


ample sheep skins, the question of types, 
just as with cattle hides, would preclude 
the possibility of satisfying all our 
needs. Our annual import requirements 
average about two-thirds pickled skins, 
the greatest single source for which is 
New Zealand. Around 5,000,000 are an- 
nually exported from Latin-America, 
most of them from Argentina, but the 
bulk of these shipments are already 
taken by this country so that there is 
little room for expansion in this type. 
We would have to use more slats than 
customary. 

“It is inevitable that the present hos- 
tilities in Europe and Asia should dis 
turb our customary channels of trade 
and it may be that we have not yet wit- 
nessed the fullest aspects of the war. 
Consequently in increasing our attention 
to Latin-American sources, it will be 
necessary for American tanners to adapt 
their requirements to Latin-American 
supplies if they become more dependent 
on that area. The recent pick-up in 
shoe business and the increase in mili- 
tary footwear demand which is bound to 
come under our training program -hould 
at any rate cause a revival in the de 
mand above recent levels.” 
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Manufacturers, Jobbers and Retailers 
who buy and sell at auction do so 
because they have found no faster 
way to get cold cash for surplus 
stocks and equipment. 


They attend Auctions in New York, 
guided by the ads in the New York 
Herald Tribune, because they know 
that New York is the nation’s great- 
est auction market and that the bulk 
of auction advertising is concentrat- 
ed in the Herald Tribune. 


Put this most speedy way to buy and 
sell to work. Keep up with the news 
of New York's auctions through the 
auction columns of the Herald Trib- 
une both daily and Sunday. For your 
convenience, as a buyer or seller, we 
have prepared a handy “Directory of 
Auctioneers,” a listing of auctioneers 
and the goods in which they special- 
ize. A letter or postcard will bring 
youacopy. No charge—no obligation. 


Write Department B. 
NEW YORK 


Herald Tribune 


230 West 41st Street 
New York City 





American Design 


[CONTINUED FROM PAGE 37] 


being, where the spark of designing genius has not been 
snuffed out by war. 

The real leadership in fashion of America is in its 
footwear design, for in this phase of American design 
the United States for many years has been carrying the 
ball. It is well known that Parisian influence has faded 
with the rapid and ingenious developments of recent 
years in American shoe making. 

There is no single fountain head of inspiration for 
designing shoes in America. Hollywood, for example, 
is a point of origin today for many a new idea. Out of 
the great southwest has come the frontier or Indian 
influence which is presently gaining ground. 

St. Louis lays claim to a leading place in the field of 
American shoe design. Its designers and stylists are at 
the very hub of the shoe fashion world. They draw their 
inspiration and ideas from all parts of the country. 
The style departments of the St. Louis factories con- 
stitute one of America’s greatest clearing houses of in- 
formation, ideas and inspiration. In no other shoe center 
will you find more designers, more model cutters, more 
experts on lasts and patterns, or more sales-minded 
style men. 
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EPHRATA 


EPHRATA* 








* EPHRATA ACHIEVEMENTS * 


FOR THE FISCAL 194011! 


* LARGEST PRODUCTION IN COMPANY HISTORY 
* INCREASED SALES FROM COAST TO COAST 

* SENSATIONAL SCOOPED JUVENILE STYLES 

* GREATER NEW-CUSTOMER ACTIVITY 

* GREATER IN-STOCK ACTIVITY 


PLAN 1941 wrrtHe EPHRATA LINE 


of infants'—children's and misses’ smart Puritan and 
Goodyear Welt styles that we believe surpasses any 
achievement ever before attempted. 


This means MORE and SATISFIED CUSTOMERS for 
you topped only by MORE PROFITS. 


START BY A VISIT TO ROOM 833 
SPRING OPENING - - - HOTEL NEW YORKER 


send for our latest in-stock catalog 


SHOE COMPANY, INC. 


PENNA.* 








Charges Favoritism in Army Shoe Awards 


[CONTINUED FROM PAGE 56] 


equipped would require about a month 
to reequip itself, provided always that 
space for the new equipment were avail- 
able. 

Into these tanneries have flowed a 
steady stream of orders ever since the 
government started its defense pro- 
gram. On hand or on order at the pres- 
ent time, the United States government 
has about 3,000,000 pairs of service 
shoes which have taken more than 11.- 
000,000 square feet of upper stock off 
the market. This does not take into 
consideration shoes for the Civilian 
Conservation Corps. 

In addition to this the government is 
currently asking for, or has received, 
approximately 4,000,000 square feet of 
this same kind of leather to be used in 
the manufacture of helmets for use in 
the regular army. Several hundred 
thousand more feet, it is reported, are 
to be used in the shoe factory operated 
by the Federal Penitentiary at Leaven- 
worth, Kansas, where C.C.C. shoes are 
to be made, at least for the time being. 
Then there are the odds and ends such 
as leather logger boots, leather-topped 
pacs, flying cadet shoes, etc., which, 
though not large in pairage, are being 
ordered with incerasing frequency and 
which consume larger quantities of 
leather than is generally realized. 

The Chicago Quartermaster Depot is 


currently advertising for bids on 6,800 
pairs of these leather-top pacs; while 
the Boston Quartermaster Depot has 
issued invitations for bids on 100,000 
pairs of leather boots with legging tops; 
8500 pairs of waterproof leather boots 
(Alaskan); and 4424 pairs of flying 
cadet shoes. 


Shoe Imports Lowest 
In 30 Months 


WASHINGTON, D. C.—August imports 
of shoes totaled 179,217 pairs, the low- 
est in 30 months, and exports aggre- 
gated 228,178 pairs costing $392,319, 
the highest since February, 1940, ac- 
cording to figures made public by the 
Commerce Department. 

War conditions, the department said, 
have made it increasingly difficult for 
the chief suppliers of shoes to the 
United States—Czechoslovakia, Switz- 
erland, France, Germany, and the 
United Kingdom—to make shipments to 
American customers. Total imports of 
shoes in August, 1939, amounted to 
406,722 pairs. During the first eight 
months of 1940, imports of footwear 
other than rubber into the United 
States amounted to only 1,984,601 pairs 
valued at $893,646. In the same eight 
months of 1939, imports amounted to 
3,805,240 pairs valued at $2,195.848. 


Major decline was in women’s and 
misses’ shoes, which for the first eight 
months of 1939 amounted to 1,590,568 
pairs and for the first eight months of 
the current year totaled only 370,760 
pairs. 

Loss of trade has been in the higher 
priced lines and this has had a notice- 
able effect on the average price of the 
total imports, which dropped from 57.7 
cents per pair for the first eight months 
of 1939 to 45 cents per pair for 1940. 

Exports of boots and shoes from the 
United States in the first eight months 
of the current year amounted to 1,719,- 
374 pairs valued at $3,071,224 compared 
with 1,905,573 pairs valued at $3,450,- 
255 in the similar period of 1939. Ex- 
port prices in the current year were 
lower for August and the first eight 
months of 1940 as compared with si: 
ilar periods in 1939, probably due 
the increased shipments of shoes for 
European refugees by the American 
Red Cross. The average price for ex- 
ports in August and the first eig 
months of 1940 was $1.81 per pair, 
against $1.72 in August, 1939, and $1.7 
for the first eight months of 1939. 


Shoe Man in Politics 

MILWAUKEE, Wis.—Charles E. ‘| 
lar, district sales manager for the } 
tin Shoe Co., was elected assembly: 
on the Republican ticket for the ‘if- 
teenth district here. 
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X-5: Red and green de- 
board—price 
in black. 


PRICE TICKETS 
Attractively hand lettered 
in price denomi- 
na or blanks. Sev- 
eral ns in stock. Sam- 
ples available on request. 


6 Doz.—$1.10. 12 Doz. 
—$2.00 





With Store Name 
Imprinted 

100 tickets—3.00 

200 tickets—$5.00 
Check with order please, un- 

less C.0.D. preferred. 
DISPLAY CARDS 
Each month, 14 infor- 


Color Xmas Windows 


with Decorative 
Display Cards 
and Price Tickets 











mative and forceful 
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Detailed Iniormation on Monthly Service at Your Request. 
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Dickerson Directors 
Declare Dividend 


CoLumBus, OHI0O—W. T. Dickerson, 
president of The Walker T. Dickerson 
Company, announced that at a special 
meeting of the board of directors held 
at the office of the company on Monday, 
October 14, a dividend of 75 cents per 
share was declared on the outstanding 
17,029 shares of the company, dividends 
to be paid October 25 to stockholders of 
tecord as of October 20. 

The semi-annual sales conference was 
held this week with a beautiful line of 
samples on display in the pavilion of 
the Southern Hotel. This display was 
for the benefit of the eight traveling 
Salesmen and the thirty-five visiting 
dealers in attendance at the conference 
and was not open to the public. On 
Thursday evening The Dickerson Com- 
pany entertained the salesmen, factory 
executives and visiting dealers at a 
banquet at the Athletic Club, and were 
} by Dr. Felix Held of the 
Ohio State University. 

Because of the splendid cooperation 
and superior workmanship given the 
Product of this company by its loyal 
employees and through the unique 
methods established by the company in 
merchandising its product through suc- 

retail distributors, the firm has 
en successful this year in again of- 
ring its employees continuous em- 





ployment for fifty-one consecutive 
weeks. At this time they are working 
at full capacity. 

During the fiscal year ending Oct. 
31, 1940, this company has paid to its 
piece and time workers full pay for 
twelve holiday, vacation and inventory 
days when the factory did not operate. 
The amount of pay is equal to 6 per 
cent of each operator’s annual earnings. 


Retail Sales Up in Milwaukee 


MILWAUKEE, WIs.—According to the 
research bureau of the Milwaukee As- 
sociation of Commerce, retail sales in 
Milwaukee during August showed a 


decided increase over the previous 


month and a substantial gain over last 
year. Credit reports of the association 
of commerce’s credit bureau also showed 
a gain over July, the total for August 
being 16,638, while in July 14,097 were 
received, and in August, 1939, 13,521. 


Detroit Stores Play Up 
Shoes and Accessories 


Detroit, MicH.—Detroit stores re- 
alizing that women are today more than 
ever before accessory-conscious are 
stressing shoes as a part of ready-to- 
wear ensembles in both window dis- 
plays and advertising. While black, 
especially in suede, has been the lead- 
ing Fall color, a strong trend is now 


being shown for color. Brown is much 
in demand, with an entire window space 
devoted to this color in many stores. 
Lower heels and the spectator types 
ere being prominently featured. Bur- 
gundy is receiving a good share of 
prominence in combination with en- 
sembles of harmonizing color. 

McBryde Boot Shop’s window dis- 
plays were devoted to velvety suedes 
featuring a soft suede tie, with stitched 
vamp, and a new Colonial step-in in 
suede and elasticized gabardine. 


Russeks’ windows stressed genuine 
alligator in a high-heeled pump with 
bow trim and a low-heeled walking tie 
with a close tie-up with articles of 
women’s apparel in the brown shades. 

Clyde Hornung is stressing promo- 
tions for the younger group for school 
and general wear, in white elk with 
tan calf saddle—or all-brown pigskin. 
Both styles having the new ribbed rub- 
ber soles. 

In all stores the new transparent 
plastic material is receiving much fa- 
vorable attention, as are also the trans- 
parent and new woodcarver heels. 


McKelvey’s Remodel Store 


YOUNGSTOWN, OHI0O—McKelvey’s de- 
partment store has remodeled its second 
floor, with modernization including an 
enlarged shoe department and a new 
children’s shoe department. 
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Tanners Discuss International Situation 





Leather in Relation to National Defense Program Also a Topic 
at Annual Meeting of Council in Chicago 


Cuicaco—Leather in its relation to 
the present international situation and 
to this country’s own defense program 
occupied a major part of the program 
of the annual meeting of the Tanners’ 
Council of America, held here at the 
Palmer House, October 17 and 18. More 
than 200 executives of leading leather 
manufacturers attended. 


World-Wide Supply Survey 

The opening session was given over 
to a world survey of hides, skins and 
leather, touching on supply and de- 
mand not only in the United States but 
also in the principal raw material pro- 
ducing and consuming areas of the 
world. Everett W. Pervere, of Howes 
Bros. Co., presided as chairman over 
this session with Everett G. Holt, chief 
of the leather and rubber division, 
United States Department of Com- 
Merce, and Edward L. Drew, statisti- 
tian, and Irving R. Glass, economist, 
both of the Tanners’ Council, as speak- 
érs. Mr. Holt’s address is summarized 
elsewhere in this issue. 


Leather in Defense Program 


: Henry M. McAdoo, of the advisory 

m to the Council for National 

ense, spoke on “Leather in the De- 

Program,” including a discussion 

the shoe requirements for the United 

Army. Participating in the dis- 

at the first day luncheon were 

Connett, chairman; Merrill A. 

, executive vice-president; Dr. 

O’Flaherty, director of the council 

labratory; and Victor G. 

chairman of the Washington 
Committee. 

on the session devoted to 

futures market were George B. 


Bernheim, R. Neumann & Co., chair- 
man of the meeting; Herbert H. Saw- 
yer, Sawyer Tanning Co., and Joseph 
C. Kaltenbacher, Seton Leather Co. 
William B. Eisendrath, of Monarch 
Leather Co., Stanley B. Hunt, director 
of the Textile Economics Bureau, and 
E. Carle Shotwell, Helburn Thompson 
Co., spoke at the session on “Improv- 
ing Today’s Selling Policies.” 

Dr. Marcus Nadler, research direc- 
tor of the Institute of International 
Finance, addressed the closing session 
on the influence of developments in the 
war on the domestic outlook. “The gov- 
ernment thus far has no legal powers 
to fix prices,” he said. “It is, however, 
almost certain that in case a sharp 
increase in commodity prices should 
develop, the government will seek and 
obtain the power to control prices.” 


Wider Government Supervision 


Dr. Nadler said that business ac- 
tivity would be high as long as the arm- 
ament program lasts, but that it will 
bring in its wake a broadening of the 
powers of government over business as 
well as an increase in wages. 

“Great as the problems created by 
the rearmament program are,” he said, 
“they are overshadowed by the problem 
that will confront this nation once re- 
armament and the war come to an end. 
While it is impossible to make predic- 
tions, the following seem to be fair 
assumptions: 

“1. A new economic order is arising 
in Europe which is bound to have its 
economic effects on the United States. 

“2. Europe, as a result of this war, 
will be even more impoverished than 
was the case at the close of the last 

[TURN TO PAGE 66, PLEASE] 


Committee Chairmen Named 
For Southwest Show 


DALLAS, TEXAS— Plans are rapidly 
taking shape for the state convention 
of the Texas-Oklahoma Shoe Retailers 
Association and the Southwest Shoe 
Travelers Association, to be held in 
Dallas, Jan. 12-15. At a recent meeting 
of the Dallas Shoe Club at the Adolphus 
Hotel, chairmen of the various commit- 
tees were chosen. 

George P. Potashnick was made gen- 
eral chairman. Nick Parker will be 
assistant arrangements chairman. Other 
committee heads will be Harold Volk 
and Arthur Vokel, program; Russell 
Redden and Bob Burdene, entertain- 
ment; Bill Owen, Al Allen and J. J. 
Buckley, publicity and advertising; 
William Sherwin and W. W. Mannifeld, 
registration; Z. E. Black, secretary- 
treasurer, and W. T. Mitchell and 
Harvey Clark, sample room reserva- 
tions. 

A feature of this year’s convention 
will be a permanent directory and 
buyer’s guide, which will contain the 
program and other information of a 
permanent nature. Advertising in this 
directory will be offered to shoe man- 
ufacturers and allied lines. The entire 
income from the book will be spent in 
entertainment of the retailers who at- 
tend the convention. 


Mills Elected Head of 
Capital District Group 

Scuenectapy, N. Y.—John W. Mills 
of this city was elected president of the 
Capital District Shoe Dealers’ Associa- 
tion, which includes shoe dealers from 
throughout eastern New York, at a re- 
cent meeting. 

Other new officers of the group are 
Arthur Converse, Albany, first vice- 
president; Leo Thomas, Troy, second 
vice-president; Martin Lindsay, Co- 
hoes, secretary, and Mason W. Hall, 
Schenectady, treasurer. 
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HOTEL STATLER 
PARKER HOUSE 


buy right at Boston. 


210 LINCOLN STREET 


OA. 


Shoe Weir 


DECEMBER 2-3-4.5 


Timed right—lines completed and prices settled 
..- located right—heart of the world’s greatest vol- 
ume shoe production . . . 
agement benefits both buyer and seller . 
complete showing of Spring styles—325 represen- 
tative manufacturers already listed. You'll be 
right, if you come to Boston . 


run right—official man- 
. + most 


. . because you'll 


For sleeping room reservations write to 


NEW ENGLAND SHOE and LEATHER ASSOCIATION 


BOSTON, MASS. 


BUYERS CAN'T 
AFFORD TO MISS IT. 
READ WHY! 














Attractive New Department in West 


The recently remodeled shoe department of the Crews-Beggs Dry Goods Company. 
Note the attractive display unit at left. 


PueBLo, CoLo.— The Crews-Beggs 
Dry Goods Company recently remodeled 
its shoe department, located on the 
second floor of the five-story building, 
and situated near the main elevators. 

It is done in modern style, with a 
beige and rose color scheme. The wood- 
work is natural grain, and the ceiling 
is off-white. A dusty rose rug har- 
monizes with chrome chairs. 


A front display unit of polished nat- 
ural grain was achieved by cutting out 
four rows of shelving on each side. The 
unit consists of a mirror at the base 
and a display unit at the top. In the 
rear of the department another display 
unit is flanked by Venetian blind false 
windows. Shelving is eliminated in the 
rear to make room for the office and 
wrapping desk. 


Joe H. Wolach is shoe buyer for the 
Crews-Beggs store. He buys for this 
department and merchandises the base 
ment department. 


The new department features na- 
tionally advertised lines to retail from 
$5.00 to $12.75. Men’s and children’s, 
as well as women’s shoes are carried. 
Lines are concentrated in various price 
fields to keep stocks complete without 
duplication. 


New Firm to Make 
Juvenile Shoes 


PHILADELPHIA, Pa. — The announce 
ment has been made here of a new 
juvenile shoe manufacturing enterprise 
soon to be established in Pennsylvania, 
outside of this city. The new concern, 
which will operate as T. Edwards & 
Co., Inc., has as its head Thomas Fd- 
wards, who was formerly associated 
with his late brother, James Edwards, 
then the head of J. Edwards & Co. of 
this city. 


The new enterprise will produce high- 
quality Goodyear welt shoes in the 
juvenile field and will be geare: to 
a capacity of 1000 pairs per day. It 
anticipates being in production in time 
for late Spring deliveries. More de- 
tailed information as to location and 
personnel is not at present availa! 'e. 
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Yes, but Gentler Too 


he base K is for Kangaroo 
—e end More Profits Too 
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iad prin by 17%, weight for weight, than the leather in any 
without shoe you sell, KANGAROO is as easy and gentle on the cus- 
tomer’s foot as a baby’s caress! Strong, masculine and smart it 
has at once, the qualities of pliability and comfort-giving ease 
which make friends of your “hardest to suit” customers . . . with- 
nnounce- out sacrificing all-important long wear. Easily shined, it gives 
f a new new smartness to the highly glossed surface interest, so impor- 
nterprise tant in men’s shoes this Fall. 


sylvania, 

— KANGAROO is your three-fold profit opportunity, comfort- 

aig giving, long wearing and styleful: it's the most important part 
iated 

awards, wt of your Fall selling program. 


& Co. ot 
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_ *. O SURPASS LEATHER COMPANY 
—_ Uonthliit RICHARD YOUNG COMPANY 
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Young Men With Experience in Retail Selling 
Who are Interested in a Job With a Future 


@ The J. C. Penney Company, with 1586 stores in forty-eight states, 
has openings in various of its stores for ambitious young men with 
qualifications: 


@ Men who qualify will start as salesmen and be given every 


opportunity for advancement. 


@ Every store manager in the Penney Company came up through 
the ranks—not only is he paid a satisfactory salary but he shares 
liberally in the profits of his store. Out of the ranks of today’s 
salesmen in Penney stores will come tomorrow's Penney execu- 
tives. Advancement is solely by merit—not by seniority, favoritism 


or politics. 


@ If this advertisement interests you—write at once, giving your 
qualifications 


and experience, to J. 


D. Keyes— 


J. C. PENNEY COMPANY, INC. 
330 West 34th Street, New York City 
NOTE—Write immediately even why 4: you may not be available 


until early 1941 or next Spri 


is the time to apply. 





Tanners Discuss 
International Situation 
[CONTINUED FROM PAGE 63] 


war because of the great destruction 
of property in countries which were un- 
affected in the 1914-’18 struggle. 

“3. American investors will not be 
willing to place billions of dollars at 
the disposal of Europe for the purpose 
of reconstruction as was done after the 
last war. 

“4. Whereas in the past a sharp de- 
cline in business activity was accom- 





panied by a decline in prices and in 
wages, thereby making possible an eco- 
nomic readjustment, under present con- 
ditions wages are rigid and a material 
decline in wages is not to be expected 
under any circumstances. 

“The economic after-effects of the 
rearmament program and of the war 
on the United States will depend on 
the measures taken while business ac- 
tivity, stimulated by rearmament, is at 
a high level,” he added. “If during the 
months and years that the rearmament 
program is exercising such a strong 
influence on business activity economies 


by the government and its political sub. 
divisions are instituted, and particu- 
larly if all unnecessary public works, 
including housing are delayed, it will 
be possible to accommodate a great deal 
of work which can be put into opera- 
tion the moment the effects of the re- 
armament program begin to be dissi- 


pated. 

“If this is not done, then in all prob- 
ability the government will seek to stem 
a sharp decline in business activity 
through a public works program of the 
same magnitude as rearmamént.” 

All officers of the Council were re 
elected. They remain Harold Connett, 
chairman of the board; Everett W. Per- 
vere, vice-chairman; Frank H. Miller, 
treasurer; Merrill A. Watson, execu- 
tive vice-president; and J. Louis Nel- 
son, secretary. 


Smeltzer to Manage 
Indiana Show 


INDIANAPOLIS, IND.—E. C. Smeltzer 
has been appointed convention manager 
of the Shoe Buyers’ Week sponsored 
by the Indiana Shoe Travelers’ to be 
held in the Claypool Hotel, January 19, 
20 and 21. Smeltzer will name his com- 
mittees at the next monthly meeting 
of the group. 

At the regular monthly luncheon 
meeting in the Hotel Washington, it 
was decided to table the decision as to 
whether or not the Indiana Shoe Tra- 
velers will join the Central States Shoe 
Fair to be held in Chicago annually, 
and vote on the matter at the annual 
meeting in January. The decision was 
accepted by members present after the 
suggestion was made from the floor, 
and the reading of the report was heard 
by the committee who attended the 
meeting September 22, at the Morrison 
Hotel, Chicago. 


Opens Family Store on Coast 


Los ANGELES, CALIF.—A family shoe 
store has been opened at 5544 Santa 
Monica Boulevard in the Hollywood 
district by F. J. Sonnenberg under the 
name of “Franklin Shoes.” 





VIX-ENE 


Shoe Waterproofing near the cash 
register will bring you Extra Sales! 


Suggest it, especially on rainy days, to keep feet 

dry and prevent colds. A number of our cus- 

tomers are doing just this, with excellent results. 
Bottles or Cans with applicator, 25c 


Providence, R. I. 
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When It IsStamped “Vamos “Lastex” 
== | Then You Know It Is the Real McCoy 


sponsored 
rs’ to be 
nuary 19, 
» his com- 
’ meeting 


The volume of stretchable shoes, invented and patented* by Alfred Vamos, 
stretch and stretch and stretch and the limit is a long way yet from being in sight. 
luncheon The reason is simple: These revolutionary shoes give women a fit and comfort never 


—— = known before. 

same Shes BUT 

annually, 

—— And a very big but: These shoes must not only be made right but the right 
‘after the materials must be employed. When these two vital points are neglected it means 
the floor, plenty of headaches for both retailers and manufacturers in returns and complaints 
was heard of burning, pinching and poor wear. 


nded the 
Morrison 
The most important factor in a stretchable shoe is the backing and unfortu- 


nately today many poor backing materials are being offered on the market. How- 


: Coast ever there is a simple protection for the retailer: All he has to do is to insist that 
sea shen on the backing of every stretchable shoe he buys are stamped the words “Vamos” 
$44 Santa “Lastex.”” 


Hollywood 

under the Every shoe made by the Vamos process is backed by a tested “Lastex” fabric, 
manufactured under specifications set up by the U. S. Rubber Company, and easily 
identified by the words “Vamos” “Lastex” printed at frequent intervals. 


Those two words are your guarantee of shoes that are made right and will wear 


VISIT THE VAMOS STUDIOS 


Rooms 406-16 Marbridge Bldg. 
and Display Room at Pennsylvania 
Hotel, N. Y. during Spring Open- 
ing Week. 


ALFRED VAMOS 


Inventor of stretchable shoes and specialist in all shoe fab- 
rics made with “Lastex” yarn. 


406 MARBRIDGE BUILDING NEW YORK 
*Patents assigned to the U. S. Rubber Company 























































Quolity complete 







DEFENSE No. 44 latest ally—Defense No. 44. A 

in antique Russia Calf, o walled first defense against lost sales 
last, flexible sole, imitation platform and a final defense against 
edge. returns. This true fitter is ready 


14/8 Square leather heel for you INSTOCK 


Price $4.85 





Approaching the season of 
the year when women want a 
defense against the weather, 
as well as defense against dis- 
comfort, we present—with a 
salute to profits—DMiss Pirate's 






















and NOW. 













Hear of Progress 






held on Saturday last 








PHILADELPHIA—A luncheon, enter- 
tainment and meeting of the Philadel- annual meeting held in January has 
phia Shoe Travelers’ Association was been the only get-together of the mem- 


Philadelphia Travelers Adelphia in this city. The occasion 


proved both enjoyable and interesting 
to those who were able to attend. 
Although for some time back the 


at the Hotel bership, it was felt that more frequent 


BOOT ann SHOE RECORDER, October 26. 1949 


gatherings would be both beneficial and 
stimulating, and the meeting of Satur- 
day last was the result of this reason- 
ing. 

During the luncheon, in addition to 
the sengs in which all joined, enter- 
tainment was furnished by talent from 
the floor show current at one of the 
Philadelphia night clubs. 

Following the luncheon, the meeting 
was called to order by Paul Lippincott, 
president of the association, and the 
regular routine of business followed, 
including the reports of committees 
and the secretary’s and treasurer’s re- 
ports, both showing satisfactory prog- 
ress since the last meeting. 

There followed a general discussior 
on the subject of making the annual 
meeting, which will be held January 
18, the day before the opening of the 
Middle Atlantic Shoe Retailers’ Asso- 
ciation convention in Philadelphia, of 
more than ordinary interest to thé 
membership and to expand the atten- 
dance by invitation to visiting mem- 
bers of the fraternity who might be in 
the city because of the M.A.S.R.A. con- 
vention. 

The general reaction to this proposal 
was favorable, but no final action was 
taken except that the board of gover- 
nors was instructed to consider the 
matter at the next meeting of that 
body, which will take place quite a 
while before the date of the annual 
meeting. 

The rest of the afternoon until ad- 
journment was devoted to general dis- 
cussion of business conditions and pros- 
pects as well as other matters of in- 
terest to shoe men, in which all present 
took part. 


Fred Pfaff Retires 


Cuicaco, Itu.—Fred Pfaff, who sold 
the output of the Manistee Shoe Mfg. 
Co., starting more than 35 years ago, 
and who has been associated with the 
Advance Wool Skin Shoe Co. for the 
past 20 years, left Chicago this month 
with Mrs. Pfaff for St. Petersburg, Fla. 
for an indefinite stay. Their St. Peters- 
burg address is 635 Sixth Avenue, N. 
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i] \ | | 
known in the kid market the world over for quality kid, now adds to 


the original line, new fashion-beautiful colors and leathers. New colors 


in glazed kid are for swathed pumps, for city and weekend ties, multi- 


colored resort sandals. Black suede is for perforated pumps and 
stepins, customer-choice in black-but-cool shoes. The super crushed 


kid is for the little casuals, the campus darlings and business shoes. 


AIRWAY BLUE 88 JAVA BROWN 74 BURGUNDY 47 
BLUEJACKET 89 CORDOVAN 52 OLD GLORY BLUE 87 
CONGA BROWN 25 RASPBERRY 44 PATIO BEIGE 66 


SUPER-CRUSHED 
BROWN 25 BLUE 88 BLACK 


BLACK SUEDE 


MEN’S GLAZED KID 
AMERICAN TAN 19 YANKEE BROWN 28 


McNEELY DIVISION 


ALLIED KID COMPANY 


Huntingdon and Fairhill Sts., Philadelphia, Pa. 
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Frederick’s Shoe Store in Souderton, Pa., 
writes: 


“We have started our second barrel of shoes. It 
stands outside the front of our store day and night. 

“In the picture you will notice that the one on 
the left is ready for shipment and the one on the 
right is nearly filled again. 

“We made it a point of sending only the wear- 
able shoes and we are pleased to say that the 


people of Souderton have responded very pleas- 
antly to the idea of helping war refugees.” 


Of SHOES 
For WAR REFUGEES . . 


$698 AD Weather Over Britain”—Bombees Need Shoes! Join the campaign 
to collect Barrels of Shoes for War Refugees through the shoe stores of 
America. Next to food, shoes are most necessitous with Winter coming soon 
and millions of men, women and children in dire need. 


What you can do to help: — 

1. Make your store a collecting depot. 

2. Put a barrel in the store and a card in the window. Publicize freely. 

3. Sort shoes so final shipment contains only serviceable, practical footwear for children, 
women and men—rubbers also are needed. 

4. Tie up in pairs, wrap in paper or newspapers, pack in the barrel secarely. 

5. Cooper up head of barrel and strap it up securely for ocean shipment. 

6. Send barrel—_IMPORTANT—freight prepaid by you to: 

7. Send BARRELS OF SHOES FOR WAR REFUGEES TO BRITISH WAR RELIEF SOCI- 
ETY, INC., 480 LEXINGTON AVENUE, NEW YORK CITY (Freight Entrance in Depew 
Place). 

8. Barrels will be shipped immediately through affiliated distribution centers to war refv- 
gees abroad. 


Barrels of Shoes for War Refugees is a free and voluntary service through shoe stores in 
America, and each participant is expected to pay freight to New York. There are no 
funds for any expenses. Committee: BARRELS OF SHOES FOR WAR REFUGEES, 
Everit B. Terhune, Chairman, Sth Floor, 100 East 42nd Street, New York City. 
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Steady Advance in 
Hide Market 


New YorK—The spot hide market 
continues to advance with prices touch- 
ing new high for the recovery move- 
ment. Steer hides were selling early 
this week at 15c., heavy native cows at 
14%c. and branded at 12%c. There 
was a keen demand from tanners, and 
packers were reluctant sellers, even at 
the advance. Packers continued in a 
highly sold up position. 

The Argentine market remains strong 
with further interest from Russia in 
Argentine hides. The freight situation 
is difficult on Argentines, and it is al- 
most impossible to get freight space, at 
least for the next month or so. 

The futures market skyrocketed into 
new highs for the present movement. 
There has been an almost perpendicular 
advance from the low point of the sea- 
gon of 442 points on August 19th to 532 
at the beginning of this week, the De- 
cember position leading the advance and 
ruling at a premium of 30 points over 
March. 


Foot Saver Men 
Meet in Columbus 


CoLuMBuUs, OHIO—Julian & Kokenge 
Company held a Foot Saver sales con- 
ference recently which was attended by 
@ number of retailers from all over the 
country. The opinion of these retailers 
for Spring, 1941, business was most 
optimistic. 

The dealers were shown the new line 
of light-weight Supple Welts which in- 
corporate into the Foot Saver line an 
element of style. 

The following Julian: & Kokenge 
salesmen attended the meeting: 

Leslie G. Arens—Arizona, California, 
Idaho, Nevada, Oregon, Utah, Wash- 
ington. Canada: Calgary, Alberta; 
Edmonton, Alberta; Vancouver, B. C. 

W. F. Barber—Colorado, except Colo- 
rado Springs & Denver; Kansas, ex- 
cept Wichita; Missouri, except Cape 
Girardeau, Hannibal, Kansas City, Pop- 
lar Bluff and St. Louis; New Mexico; 
Oklahoma, except Oklahoma City and 
Tulsa; Texas; Wyoming, Casper, Chey- 
enne and Laramie. 

H. R. Harner—Connecticut, Maine, 
Massachusetts, Michigan, New Hamp- 
shire, Rhode Island, Vermont. Canada: 
Montreal, Quebec; Toronto, Ontario. 

A. Ray Jackson—Alabama, Arkansas, 
Florida, Georgia, Louisiana, Missis- 
sippi, North Carolina, South Carolina, 
Tennessee, Virginia. 

Herbert Lape, Jr.—Colorado, Colo- 
rado Springs and Denver; Illinois, Chi- 
cago; Kansas, Wichita; Missouri, Kan- 
sas City and St. Louis; Oklahoma, 
City and Tulsa; Ohio, Cincinnati. 

H. C. Mayers—Kentucky, Lexington 
and Louisville; Ohio, except Cincinnati; 
Pennsylvania, Pittsburgh only; New 
York, R. H. Macy & Co. and Lord & 

r, New York City; West Virginia, 
burg only. 


Phil Miller — Delaware; Kentucky, 
Ashland only; Maryland, except Balti- 
more; New Jersey, except Newark; 
New York, except Brooklyn, New York 
City, Jamaica, White Plains; Pennsyl- 
vania, except Philadelphia and Pitts- 
burgh; West Virginia, except Parkers- 
burg. 

W. G. Monsees—Washington, D. C.; 
Maryland, Baltimore only; New Jersey, 
Newark only; New York, Brooklyn, 
New York City, Jamaica and White 
Plains; Pennsylvania, Philadelphia 
only. 

Vee L. Phillips—Iowa, Minnesota, 
Montana, Nebraska, North Dakota, 
South Dakota, Wisconsin, except Beloit, 
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Janesville, Kenosha, Madison, Milwau- 
kee, Portage, Racine and Waukesha; 
Wyoming, Sheridan. 

Harlan Rhoads—lIllinois, except Chi- 
cago; Indiana; Kentucky, except Ash- 
land, Lexington and Louisville; Mis- 
souri, Cape Girardeau, Hannibal and 
Poplar Bluff only; Wisconsin, Beloit, 
Janesville, Kenosha, Madison, Milwau- 
kee, Portage, Racine and Waukesha. 


Opens New Shoe Store 


CINCINNATI, OH1I0—Joseph Rosenthal 
has recently opened a new shoe store 
at 207% W. McMillan St., here, under 
the name of “The College Bootery.” 
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Bowling Shoes 
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ARNOFF SHOE CO., 101 Duane Street, N.Y.C. 
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Ballet Slippers 








OF MFG. CO. 
onBESOSS HSE, Fein 
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' PROFESSIONAL BALLET SLIPPERS } 


‘= 


] %%c pr. 

SANDAL, fawn suede 4c pr. 

HARD TOE, ink, black, white salle $2 pr 
Write for complete catalogue 


AMERICAN TOE SHOE CO. 
152 West 44th St. N. Y. C. 
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Moccasins 

















Spokane Visitor 

SPOKANE, WaSH.—Charles H. Felt- 
man, Chicago, president of Feltman & 
Curme, was a recent Spokane visitor. 
He reported that the Feltman & Curme 
shoe store, here, was well ahead of last 
year in sales, but that loss of Canadian 
business had spoiled what otherwise 
would have been a banner year. 
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McWaters Appointed Assistant 
To Merchandise Head 


NASHVILLE, TENN.—L. J. McWaters 
has recently been appointed merchan- 
dising assistant to F. M. Gilkerson in 
the Little Welt Shoe Company, Division 
of the General Shoe Corporation, it was 
announced by W. M. Jarman, president. 


L. J. MeWATERS 


Mr. McWaters has been in the shoe 
business for 12 years as a retailer and 
children’s shoe buyer, and had been 
connected with the Burger-Phillips 
Company department store in Birming- 
ham, Ala., for the past three years. 

Production at the Little Welt Com- 
pany’s new factory in Hohenwald, 
Tenn., which was completed this 
Spring, has been steadily increased 
since last July to more than 1200 pairs 
daily. 


Marxmiller Takes on 


C. B. Slater Line 


Los ANGELES, CALIF.— Herbert C. 
Marxmiller is now representing the C. 
B. Slater line in the Denver West ter- 
ritory. 

Mr. Marxmiller is well known in 
West Coast shoe circles, as he has car- 
ried several representative lines during 
the many years he has contacted this 
trade. 


Red Cross Prices 
Unchanged for Spring 


CINCINNATI, OHIO— Prices of Red 
Cross shoes for Spring will remain un- 
changed at $3.90 wholesale, unless 
events now unforeseen make revisions 
necessary, according to Joseph Stern, 
president of United States Shoe Cor- 
poration. The Red Cross factories are 
working daily, Mr. Stern added, and 








CHRISTMAS SLIPPERS 


For Each Tiny Stocking 


Make a showing of Mrs. 
Day's Ideal Nursery Slippers 
and see how they catch the 
eyes of Christmas shoppers 
—bring them in to your chil- 
dren's department — build 
sales and traffic. Twenty 
numbers are shown in our 
latest catalog just off the 
press. Now is the time to 
order, if you would get your 


shipment in time. 


MRS. DAY'S 


IDEAL BABY SHOE CO. 
DANVERS, MASS. 














SS 








production for the entire year is sold up. 

The Spring line which will be pre- 
sented to the salesmen at the semi-an- 
nual sales convention October 30 to 
November 1, will be larger. than ever 
and will contain more than 300 samples, 
including several new lasts. The na- 
tional advertising campaign wil! be 
more extensive than ever before, with 
several new media. 

Red Cross Shoe Demonstration W eek, 
observed nationally in retail stores last 
week, produced a sales increase of 32 
per cent over the corresponding demon- 
stration in 1939, Mr. Stern said. Among 
the participants were many of the most 
important retail shoe and department 
stores in the country. 
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CELASTIC for box toes — A specially 
woven material impregnated with a plastic 
compound which is activated EASILY and 
QUICKLY with CELASTIC SOFTENER. 
The softened plastic penetrates the toe 
lining and doubler — forms ao SINGLE 
STRUCTURAL UNIT. 

With Celastic there is constant TOE 
ACCURACY — the character lines of the last 
ore FAITHFULLY REPRODUCED. Shoe- 
making ADVANTAGES of Celastic may be 
measured in terms of BETTER made shoes. 


THE QUALITY 
BOX TOE 
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Workshoes 








STEEL TOE 














A AEF EF FE EE OTe 


el ected 





er re 





Dancing Shoes 










be Selva Leader 
Tapstar 


A new offer by SELVA 
—world famous manuv- 
facturers of dance foot- 
wear and taps. 















Olittmaries 





John M. O’Connell 


BRAINTREE, Mass.—John M. O’Con- 
nell, who came to this country as an 
immigrant from Ireland when he was 
a boy and rose to be head of his own 
company—the J. M. Connell Shoe Com- 
pany of this town—died recently at his 
home, 264 Tremont Street, following a 
brief illness. He was 68 years of age. 
Although his real name was O’Connell, 
he was known throughout the industry 
by the name used in the company of 
which he was president and treasurer. 

Mr. O’Connell, whose first knowledge 
of shoe manufacturing was gained as 
an employee of the old firm of Rice & 
Hutchins, rapidly gained the confidence 
of his employers and was advanced 
from one position to another until he 
became manager of the South Brain- 
tree factory. This position he held until 
the Rice & Hutchins company was liqui- 
dated about fourteen years ago, at 
which time he established the J. M. 
Connell Shoe Company which, under 
his active guidance, has achieved a 
national reputation. 

Services at St. Francis of the Assisi 
Church here on October 15 were fol- 
lowed by burial in St. Mary’s Cemetery, 
Randolph, Mass. 

Mr. O’Connell is survived by two 
sons, John M., Jr., and James A., and 
a daughter, Mrs. Daniel E. Murphy, all 
of Braintree; and three brothers, 
Daniel, Michael and Thomas. 


James F. O’Brien 


Cuicaco, Int. — James Franklin 
O’Brien, who retired in 1928 as sec- 
retary of Selz-Schwab & Co., shoe man- 
ufacturers, after 40 years’ service with 
that concern, died recently in an 
Evanston hospital. He was 73 years 
old. 

He was a member of the Baptist 
executive council and served on nu- 
merous committees of the Chicago As- 
sociation of Commerce. He leaves his 
widow, two sons, three brothers and 
two sisters. 


Wolf Armour 


MILWAUKEE, Wis.—Wolf Armour, 50, 
president and founder of the Rapco 
Leather Co., died recently in a local 
hospital. Before coming to Milwaukee 
14 years ago, Mr. Armour helped man- 
age the Crohn & Roden tannery in 
Grand Rapids, Mich., for many years. 
A native of Russia, he is survived by 
his widow, a daughter, two sons, his 
mother, three sisters and two brothers. 


William J. Weber 


NortH Apams, Mass.— William J. 
Weber, 87, retired North Adams shoe 
manufacturer and one of five brothers 
who founded the former Weber Broth- 
ers Shoe Manufacturing Company in 
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TURN SLIPPERS IN-STOCK 
$1.85 siveaesuneunoy 





v 
length sole 
—full leather 
lined. 

Tan Elk 
Moccasins 
in stock, $1.50 





WILBUR K. FOSTER, Haverhill, Mass. 
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MEETS THE DEMAND FOR PoOP- 

ULAR PRICE AND LONG WEAR 
—PLUS STYLE 

Harrison Shoes feature style, fit and 

eg @ price that creates and 

holds 


iness. Send for catalog illus- 
trating 90 in-stock numbers. 


NEW HARRISON 
SHOES FOR BOYS 










AND MEN 
IN STOCK 
NO. 
Tan 
Bock . 
Rubber Heel 4‘ ‘er 
1-6, B, C. 


$2.00 net a= ae 


HARRISON 


SNOE COMPANY 














1902, died recently at Daytona Beach, 
Fla., where he had gone because of fail- 
ing health. 

Mr. Weber retired from the shoe 
manufacturing business in 1927 when 
the Weber Company, of which he was 
treasurer, was dissolved. Of the five 
brothers who founded the company, 
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. builds BETTER BUSINESS 
in Children’s Shoes 


An X-Ray Shoe Fitter in your children’s 
department puts a visible accent on 
fit. Even your most competent sales- 
people become more expert fitters . . . 
close sales faster . . . step-up their sell- 
ing capacity! 
X-Ray dramatizes correct fit as a 
feature attraction in your children’s 
department. .. shows actual foot condi- 
tions inside the 
child’s shoe... wins 
parents’ confident 
Bir i patronage... and in- 
i creases your profits 
1 A in juvenile footwear 


Pliny X-RAY SHOE FITTER, ne. | 


3533 N. Palmer Street + Milwaukee, Wis. | 
2 TS ATT 





only he and Alfred C. Weber, who was 
president of the company, were living 
when the firm ended its 35 years as a 
factor in the manufacturing life of 
North Adams. 

The Weber Company reached the 
height of its business achievement in 
the early years of the present century 
and at one time employed between 400 
and 500 hands and in addition operated 
a chain of retail stores for the sale of 
its shoes throughout the country. The 
Weber shoes were widely known and 
each shoe bore the trade mark “A bet- 
ter shoe, man never made.” 


Charles R. Strange 


BINGHAMTON, N. Y.—Charles R. 
Strange, 64, dean of Binghamton shoe 
retailers, died of a heart ailment at his 
home, here, October 18. He had been 
ill for many weeks. 

Born and educated in Montrose, Pa., 
Mr. Strange came to Binghamton to 
work for his brother, Edward L. 
Strange, then a partner in the shoe 
firm of Strange & Skinner. After the 
death of Edward Strange in 1901, he 
took over his brother’s interest in the 
business. Following the retirement in 
1918 of Lewis Z. Skinner, who died only 
a month ago, Mr. Strange was asso- 
ciated with Clarence W. Kelsey until 
1926, when he formed the corporation 
of C. R. Strange, Inc., with himself 
as president. 

Mr. Strange was a member of the 
Oteyokwa Lake Club; Binghamton 
Lodge, F. & A. M.; Kalurah Temple, 
The Shrine; and the First Congrega- 
tional Church. He was a past president 
of the N. Y. State Shoe Retailers’ As- 
sociation and a director at the time of 
his death. 

Surviving are his widow and two 
daughters. 


Edwin D. Cox 


Boston, Mass.—Edwin D. Cox, who 
until his retirement some 14 years ago, 
was one of the most widely known and 
active men in connection with shoe ma- 
chinery and shoemaking, died at the 
Newton Hospital in Newton, Mass., on 
Thursday, October 17. 

He was one of the first to operate a 
Goodyear welting machine and in the 
early days of the adoption of the Good- 
year system sewed most of the welt 
shoes made in the Brockton district, 
having contracts with various manu- 
facturers. 

At one time in charge of the Brock- 
ton Office of the Goodyear Company, 
later he became assistant general man- 
ager, and, from the time of the forma- 
tion of the USMC until his retirement, 
was most active in its affairs, at one 
time being at the head of the General 
Department and later having charge of 
the reorganization of the Company’s 
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FASHION DISCOVERIES 
— 1940 — 
- Wexicall: 


B1006 Sparkling non-tarnishable GOLD Metall 
Mesh. Genuine Gold Kid Vamp Bar and 
| Strap. Gold Satin Sock Lining $2.60 
| 81010 Sparkling non-taranishable SILVER Me- 
tallic Mesh. Genuine Silver Kid Vamp Bar 
and Strap. Flesh Satin Sock Lining $2.40 
21/8 Louis Heel 
8S & M Widths 


81009 Same as B1008 in Gold Metallic Mesh $2.60 
| BlOll Same as B1010 in Silver Metallic Mesh.. $2.40 
16/8 Cuban Heel 
8S & M Widths 


* Heels covered with same material—an innovation in 
evening sandal detail and construction 
A complete Selection of Formal Sandals for Delivery Now 
ON DISPLAY HOTEL McALPIN 
NOV. 10-11-12-13 
Send for our Catalogue. 


ANNAHSON 


HAVERHILL, MASS. 


service through its branch offices. For 
many years he had oversight over the 
Canadian business of the Corporation 
and later became Chairman of the 
Board of the United Last Company, a 
subsidiary of the United Shoe Ma- 
chinery Corporation. He was one of 
the best known experts in connection 
with the Goodyear Welt shoe produc- 
tion. 

Mr. Cox was in his 78th year and 
leaves a brother, F. P. A. Cox, of New 
Bedford; three sons, Ralph E.; Maj. 
Leon C. of the USMC; and Captain 
Lawrence H. of Holliston; and 4 grand- 
children. 











—If your advertising in BOOT AND 
SHOE RECORDER is directed towards 
the man at the Fitting Stool, he will prove 
to be your most powerful ally in making 


| and keeping satisfied customers. 
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Custom Built Shoes 
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SHOES FOR SHORTER MEN 
MAKES THEM 
OVER ONE INCH TALLER 
THEY LOOK LIKE OTHER SHOES 


TO RETAIL PROFITABLY AT 
$12.50 UP 





Benched by 0. T. Cole * 
COLE ROOD & HAAN CO. 


CHICAGO Bg ILLINOIS 


Soles and Heels 
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MARBLE FACE 
SQUARE CORD 
The most popular soling material for 
your attractively priced shoes. 


THE LITHOX corp. 
WAPAKONETA, OHIO, U. &. A. 
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Moccasins 
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cama mEMI 
TRAIL MAKER MOCCASINS 
for MEN, WOMEN and CHILDREN 


18 STYLES 
IN-STOCK 


SACO-MOC SHOE CORP.”°Si}ir° 











Stewart Farnham 
With Bourbeuse 


UNIon City, Mo.—Stewart Farnham 
has recently joined the sales staff of 
the Bourbeuse Shoe Company, here, 
and will represent that firm in Penn- 
sylvania, New York State and New 
England. He started in his territory on 
November 1. 
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Big Response to “Barrels 9 


of Shoes” in Detroit 


Detroit, Micu.—The response here | 
to the opportunity to cooperate in the | 
campaign, “Barrels of Shoes for War 
Refugees,” on the part of shoe men 
and the public, has been tremendous 
and a splendid revelation of the reality 
of the spirit of humanity. Practically 
every retail shoe dealer in Detroit has 
requested barrels for his use, and re- 
ports are coming in of their being 
rapidly filled. 

The “campaign” is being handled by 
members of the Detroit Retail Shoe 
Dealers’ Association and The Detroit 
News, with the delivery and pickup 
being done through the courtesy of The 
Detroit News, which is also furnishing 
full-page newspaper publicity. 

“We had set our goal at 50,000 bar- 
rels, but from present indications, we 
will more than double that,” said 
Nathan Hack, representative of the 
D.R.S.D.A. 


IN STOLK PRE WELTS§ 


$31—Smoke Elk 
532—White Elk 
535—Black Elk 
530—Patent Leather 


Oxford time is money-making 
time for merchants who sel! 
ELAM’S PRE-WELTS. Sel! 
and repeat—with our fast in 
stock department helping you t 
do more business on less capital. 
This is profit time with th: 
ELAM line. 


F.S. ELAM SHOE CO, 


Turgeon Store Sold 


RocHester, N. H.—Turgeon’s, at 87 
North Main Street, with its well-known 
shoe department, has been purchased 
by Moody’s Cash Store of Exeter. 

Stock is being sold out, and it has 
not been announced yet whether the 
business, which has been operated here | 
for many years, will be continued with 
new merchandise. 


| 
| 
| 
| 
| 
| 





Road Men Meet in Milwaukee 


Milwaukee, Wis.—Road men of the House of Crosby Square and the Ideal Shoe 
Co., two branches of the Mid-States Shoe Co., met in Milwaukee recently for an 
informal sales meeting with the officials of the firm. Seated from left to right 
around the table are: G. A. Reinarz, Ralph Baker, Fred Rudolph, Bill Dooley, 
Garnett Kee, Harry Sweitzer, F. E. Beals, treasurer of the company; E. C. Wes- 
ner, sales manager of the Crosby Square division; H. G. Hoffman, of the firm’s 
advertising agency; C. D. Ortgiesen, president; W. A. Schumann, vice-president 
and factory superintendent; H. J. Bauch, vice-president and sales manager of the 
Ideal division; George Kee, Ed Hanna, A. O. Gardner, William Stamm, Sylvan 
Kadison and Guy Rogers. Inside the table, left to right, around: Jack Clark, 
H. P. Oyler, Charles Daniel, Chris Madsen, John Dow, Dave Payne, assistant /ac- 
tory superintendent and style man; John Kowalsky. Harold Marple, E. A. Kin- 
dermann and J. B. Haverly. 
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GAC 
TELESCOPIC 
EYELETS 


CROSS SECTION DIAGRAM 
SHOWING STRENGTH OF SETTING 


1 
' 
! 
t 
' 
@ 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SALESMEN WANTED 


POSITION WANTED 











SIDE LINE SALESMEN 
to carry non-conflicting line of women's high 
style corrective shoes—$4.00 retailers—on 
straight commission basis. Territories open 
December 1 in Ohio, Indiana, Michigan and 
Iilinois. Applicants state line now carrying. 
Address 923 care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, WN. Y. 











A NEW ORGANIZATION 
has 
RUBB 
All 


for SHOE and 
SHOE a 





LESMEN WANTED 


Shoes to retail from $3.00 to $3.50. 

available. Address $912, Boot and 
ed ecorder, 140 Federal Street, Boston, 
ass. 


to carry manufac- 





SALESMEN wanted to represent complete 

novelty line of Sandal Footwear for South 
and Middle West. Give full information in 
first . Address $919, care Boot & Shoe 
2. ame 100 East 42nd Street, New York, 





Shoes and Furs in 
Matched Promotion 


Cuicago, Itu.—The correct shoes to 
wear with the season’s popular furs 
were included in the ensembled acces- 
sories in a series of special windows 
featured by Carson Pirie Scott & Co. 
Black shoes were shown for wear with 
leopard, Persian lamb and silver fox, 
and brown for wear with shear beaver 
and mink. One of the ensemble set- 
tings showed brown shoes trimmed 
with mink to match the trimming on 
the hat. 





POSITION WANTED: Retail Salesman, 
Manage: 


r or Buyer; 20 


years’ experience. 
Can also trim windows. sarees 3 years of age, 


married, very neat appearing. Prefers <a 
or vicinity but will move anywhere. 

references furnished. Address $922 ame Bost 
s Shoe Recorder, 209 South State Street, Chi- 
cago, Ii. 


SHOEMAN, 30 years’ —- + pro- 
motion, management, ing, eitentcen, 
i. instructor ; esale, retail. 


corres; 
pon 3529 Elmwood Avenue, 
ete sg — City, Missouri. 








FOR LEASE 


FoR LEASE: On percentage basis, Shoe De- 

partments in two good Iowa towns, one 
20,000 lation, the other 35,000. Depart- 
ments in Women’s better class Specialty stores. 
Address $920, care Boot & Shoe Recorder, 209 
South State Street, Chicago, Ill. 








FOR SALE 








FOR SALE 
Women’s Cancellation Shoe Store 
In Philadelphia 
Showing Profit Not Much Cash 
Required 


Address 921 care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y 














WEBUY 
Eatire or Wholesale and Retail 
oe. Also ponies Shees such as 





IRVIN RUBIN 


eouse of Ji 
89 Reade teat Cer. Church 
Phone Barclay 7-7887. New York City 











SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 


Unusual references on request. 











Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoo 

| | from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 

| KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








BUYERS OF 


MANUF ACTURERS—RETAILERS 
We buy for cash surplus or complete shee stocks 
Branded or unbranded. Generous prices. 





LINE WANTED 


SALESMAN who has covered Metropolitan 

New York 16 years, acquainted with several 
hundred accounts, including Army- Navy stores; 
open for extensive line Ladies’, Children’s, or 
Men’s Dress and Work Shoes. No sideline 
propositions. Interested only in line having good 
possibilities. Age 42; Married; Gentile; Oper- 
ates Car. Best references. Presently carrying 
manufacturers line Men’s $3-$4 retailers. Ad- 
dress $924, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 














| 
| 
| SURPLUS STOCKS 
Write, wire or phone. 


BARSH CEASAR 
14 8. Third St. Philadelphia, Pa. 
Phone Market 91 














Baymer Opens New 
Hollywood Store 


Bevery Hitus, CALir.—Lester Bay- 
mer, proprietor of the Hollywood Boot- 
ery, has opened an “exclusive short 
vamp footwear” shop at 325 North 
Beverly Drive. This store will be his 
headquarters for fine footwear, while 
his Hollywood Boulevard shop will be 
operated in the more moderate price 
field. Opening of the new shop was sig- 
naled by an informal preview, attended 
by many well-known personages from 
the society and motion picture colonies. 





address should be counted. 





CLASSIFIED ADVERTISING RATES 


rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
a box number is desired twelve words should be added for the address. In 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Gopried cdvertising te payee in advance. 
Advertisements for this page must be in our New York office on Friday of the week preceding publication. = 
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MERCHANTS’ NEEDS 





_—— 


THE NEW! 
Dr. PYLE’S FOOT OSCILLATOR 
discom 





A necessary addition to every shoe store 
and department. 

Price $49.50 A. C. Liberal Terms 
Write at once for nearest dealer's name te 
THE VI-PED-EX CORP. 
STOCKTON, CALIF. 

Distributed by 


GENERAL @ ELECTRIC 
SUPPLY CORPORATION 


Bridgeport, Conn. 

















Traveler Gives Up Road 
For Retailing 


Syracuse, N. Y.—Paul R. Whitney 
has concluded a career of 17 years as 
traveling shoe salesman to begin a new 
career as owner of a retail shoe store 
in his old home town. 

The newly established store, as mod- 
em as tomorrow, is located at 1909 
South Avenue, only a short distance 
from his residence, which is No. 2304 
on the same thoroughfare. 

Mr. Whitney, a familiar figure in 
shoe stores throughout his territory as 
he was in retail shoe conventions, was 
with the Simplex Shoe Manufacturing 
Company of Milwaukee. 

The store embodies ideas assembled 
through observations for nearly two 
decades in stores conducted by others. 

Its owner plans to specialize mainly 
in children’s, misses’ and junior-miss 
styles of shoes, with a complete ortho- 
pedic line for adults. 


School Boys Learn 
INDIANAPOLIS, IND.—In a small room 
ata local high school a group of boys 
Meet for several hours every day for 
the only course of its kind in any In- 
high school. 


are learning to do their own 
shoe repairing and rebuilding. 


HOTELS 
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Correction 


In the October 19 issue of Boor 
AND SHOE RECORDER, Page 33, Moulton- 
Bartley, of St. Louis, is listed under 
the firms to show at the Hotel McAlpin 
during the week of November 10. This 


* is incorrect and Moulton-Bartley wishes 


it known that they will have their 
Spring line on display at the Hotel 
Pennsylvania, Room 357. 

Also in the same issue, Raymond H. 
Swann, who recently joined the Good- 
will Shoe Co., Holliston, Mass., as sales 
manager, was not general manager of 
the Geo. Merritt Shoe Co., as reported, 
but was a director of the firm. For 
ten years prior to his recent connection, 
Mr. Swann was treasurer and sales 
manager of the Lynx Shoe Co., of 
Brockton. 


Canadian Shoe Production 
Shows Gain 


MONTREAL, CAN.—Canada’s output of 
leather footwear in the month of Au- 
gust rose to 2,382,680 pairs from 1,861,- 
028 pairs in the preceding month. 
There was a reduction, however, of 
70,389 pairs from the output recorded 
in August, 1939. In the eight months 
ended August 31, the production 
amounted to 16,969,649 pairs, compared 
with a total of 15,536,833 pairs in the 
corresponding period of 1939, accord- 
ing to a summary issued by the Do- 
minion Bureau of Statistics. 

Imports during August totaled 82,- 
462 pairs against 109,805 pairs in Au- 
gust last year. Exports, on the other 
hand, increased from 45,040 pairs to 
89,951 pairs. Approximately 20 per 
cent of the value of imports’ total of 
$142,250, came from the United King- 
dom, while 79 per cent were products 
of the United States. 


“Joins Up” 


DayYTON, OnI0—Alvin Scott, recently 
transferred from the shoe department 
to men’s furnishings at Elder & John- 
ston Company, a leading department 
store here, has “joined up.” He has 
enlisted in Headquarters Company, 
322nd Field Artillery, Ohio National 
Guard. The outfit is composed entirely 
of Dayton young men. His company 
will leave soon for the South for a 
year’s training. 


_MAKE MORE SALES 


with the original 
SHOE DOCTOR SHRINKERS 


Reller type device 


FOOT OCOMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
peared fluids, give the 
proper fit to shoes which 
fit large around the top, 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 
ric are easily shrunk with- 
out harm. 


$19.50 


Special combination offer $25.00 (fluids In- 
cluded in above prices). 


Send your order or write for detail information 


E. C. SMELTZER CO. 


| 121 BE. Sist Street, Indianapolis, ind. 





GREATER 
PROFITS 
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THE BRANNOCK SHOE 
FITTING SYSTEM 


1. Increases Repeat Sales 

Satisfied customers return 
2. Attracts New Customers 

One tells another 
3. Saves 2/3 Of Fitting Time 

Cuts down try-ons 
Write for Descriptive Folder—And list of 
shoe factories offering Brannock Devices 
at Special Cooperative Price. 








Opens Larger Shoe Section 

GRAND Rapips, Micu.—With the com- 
pletion of four new floors in Paul Steke- 
tee & Sons department store, there is 
an entire new men’s department which 
offers a larger and improved shoe sec- 
tion. 

Here the department is located op- 
posite men’s clothing. All stock is con- 
cealed and there is a leather lounge 
where customers may make their selec- 
tions at ease. 

New fluorescent lighting has been in- 
stalled for better visibility. 








Dates to Remember 


Shoe Market Days, lowa National 
Shee Travelers Association, Hotel 
Chamberlain, Des Moines, lowa, 

October 27, 28, 1940 


Monthly Showing Michigan Shoe Trav- 
elers, Hotel Statler, Detroit, Mich. 
November 4, 1940 


St. Louis’ Introduction of Spring Foot- 
wear Fashions, Hotel Pennsylvania, 
New York, 

November 10, 11, 12, 13, 1940 


Shoe Manufacturers’ Spring Opening, 
Eugene A. Richardson, Mer. Hotel 
New Yorker, New York City. 

November 10, 11, 12, 13, 1940 


Spring Showing Shoe Manufacturers 
Board of Trade of New York, Hotel 
Vanderbilt, New York, 

November 11, 12, 13, 1940 


Boot and Shoe Travelers Association 
of New York Dinner and Entertain- 
ment, Grand Ballroom, Hotel Penn- 
sylvania, Tuesday evening, 
November 12, 1940 


Boston Shoe Fair, New England Shoe 

and Leather Association, Hotel Stat- 

ler and Parker House, Boston, Mass., 
December 2, 3, 4, 5, 1940 


Annual Convention, National Shoe 
Travelers’ Association, Morrison 
Hotel, Chicago, Mlinois, 

January 4, 5. 1941 


National Shoe Fair, Hotel Stevens, 
Chicago, Il.....January 6, 7, 8, 9, 1941 


Michigan Annual Shoe Fair (Jointly 
Sponsored by Michigan Retail Shoe 
Dealers Association and Michigan 
Shoe Travelers Club), Hotel Statler, 
Detroit, Mich...January 12, 13, 14, 1941 


Charlotte Shoe Show. Hotel Char- 
lotte and Hotel Selwyn, Charlotte, 
January 12, 13, 14, 1941 


Joint Anaual Convention Southwest- 
ern Shoe Travelers Association and 
Texas - Oklahoma Shoe Retailers, 
Hotel Adolphus, Dallas, Texas, 

January 12, 13, 14, 15, 1941 


Indiana Shoe Buyers’ Week, Indiana 
Shoe Travelers Association, Clay- 
sgcerd Hotel, Indianapolis, Ind., 

January 19, 20, 21, 1941 


Annual Convention Northwestern 
Shoe Retailers Association, Hotel 
Radisson, Minneapolis, Minn.. 

January 26, 27, 28, 1941 
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BOOTS AND SHOES 


AMERICAN TOE SHOE CO., New York City 
ARNOFF SHOE CO., New York City 

BRAUER BROS. SHOE CO., St. Louis, Mo. 

BROOKS SHOE MFG. CO., Philadelphia, Pa. 

COLE, ROOD & HAAN CO., Chicago, Ill. ...... 

DREW, IRVING, CORP., Lancaster, Pa. 

ELAM, F. S., SHOE CO., Rochester, } 
ENDICOTT-JOHNSON CORP., Endicott, 

EPHRATA SHOE COMPANY, Ephrata, Pa. 

FOSTER, W. K., SLIPPER CO., Haverhill, Mass. ... 
GOODWILL SHOE CO., Holliston, Mass. Rava 
GREEN SHOE MFG. CO., Boston, Mass. Eee 
HANNAHSONS SHOE CO., Haverhill, Mass. ....... 
HARRISON SHOE CO., Everett, Mass. cca 
HOOD RUBBER CO., INC., Watertown, Mass. ............ 
JARMAN SHOE COMPANY, Nashville, Tenn. 

KANE, DUNHAM &@ KRAUSE, INC., St. Louis, Mo 
LEIGHTON, FRED, New York City .... 
MARSHALL, MEADOWS & STEWART, INC., Auburn, 
MIDDLETOWN FOOTWEAR, INC., Middletown, N. Y 
MILLER, t., & SONS, INC., Long Island City, N. Y. 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind. 
MOULTON, BARTLY, INC., St. Louis, M 

MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass. 
MUSEBECK SHOE COMPANY, Danville. Il. 
NASHUA SLIPPER CO., Lowell, Mass. 

QUEEN QUALITY SHOE CO., St. Louis, 

SACO-MOC SHOE COMPANY, Portland, Me 

SELVA & SONS, INC., New York City 

SUPERIOR SHOE CO., Chicago, 

TAYLOR, E. E., CORP., Boston, Mass 

TUPPER, INC., New York City 

TWEEDIE FOOTWEAR CORP., Jefferson City, } 
VITALITY SHOE COMPANY, St. Louis, Mo. .... 


WINTHROP SHOE COMPANY, St. Louis, Mo. ... Front Cover 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., New York, Boston, Philadelphia... . 
AMERICAN HIDE & LEATHER CO., Boston, Mass.. 

EVANS, JOHN R., & COMPANY, Camden, N. J. ........ 
GUTMANN & COMPANY, Chicago, II. 

HUBSCHMAN, E., & SONS, INC., Philade'phia, Pa 

KISTLER LEATHER CO., Boston, Mass........ 

RICHARD YOUNG 4 CO., New York City 

SURPASS LEATHER CO., Philadelphia, Pa. 

WIND INNERSOLE & COUNTER CO., INC., Brockton, Mass.. 
ZiEGEL EISMAN CO., Boston, Mass. .. am 


MACHINERY, LASTS, MFRS. SUPPLIES, DRESSINGS, ETC. 


ALFRED VAMOS, New York City 


BURG, A. S., CO., Boston, Mass... 

EINSTEIN, J., INC., New York City 

EVERETT & BARRON CO., Providence, R. I. ... 

1. T. S., CO., THE, Elyria, O. 

LIMA CORD SOLE & HEEL CO., Lima, 0. 

LITHOX CORP., THE, Wapakoneta, O. 

TAYLOR, THOMAS, & SONS, INC., Hudson, Mass. 
UNITED SHOE MACHINERY CORP., Boston, Mass. 
UNITED STATES RUBBER CC., INC., New York City.... 


STORE EQUIPMENT AND ACCESSORIES 


BRANNOCK + aa Say - Co., Syracuse, N. Y. 
SMELTZER, c., CO., Indianapolis, Ind. 
Vi-PED-EX COnP.., THE, Stockton, Cal. 
X-RAY SHOE FITTER, INC., Milwaukee, Wis.. 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 
BARSH & CEASAR, Philadelphia, Pa. 

HOTEL LENNOX, &t. Louis, Mo. 

IRVIN RUBIN, New York City 

KIRSCH SLAGHER CO., INC., New York City 

MARBRIDGE BUILDING, New York City 

NEW ENGLAND SHOE & LEATHER ASSOCIATION, Boston, Mass 
NEW YORK HERALD or Fork he New York City 
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ST. LOUIS SHOE MANUFACTURERS ASSOCIATION, St. Louis, 
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it COULD ONLY HAPPEN HERE 


%& As the thousands of shoe men gather in New 


e: I i ide & cand ed Roig cle les, ne oct on ech whan 
industry thrives in freedom . . . where men meet and work in mutual trust and regard. 


¥ Is such an expression mere sentiment? On the 
contrary, it’s the most realistic thing in the world. For back of the lines of shoes which 
will be displayed, are three hundred years of free enterprise, three hundred years of free 


and encouraged by this way of life has brought results which are the marvel of the world 


. +» benefits shared by those who make shoes, sell shoes and wear shoes. 


¥%& Never static, always forcefully progressive, the 


industry goes on to new accomplishments. Its leaders meet in a spirit of freedom and fair 


play, Gevating thamesives & to a maintenance of ~ — business standards. In so doing 
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